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Any business which fails to keep 
in close touch with the desires and 
preferences of consumers will inevit- 
ably wind up out of touch with con- 
sumer dollars. In stating this view, 
Edwin S. Overman, assistant dean of 
American Institute, advocated con- 
tinuing consumer research to feel the 
economic pulse of the public. 

In a talk on the revolution in in- 
surance marketing, at the annual in- 
stitute at the University of North 
Carolina, Mr. Overman’ traced the 
gowth of price consciousness and 
aid that it is not confined to lower- 
income groups. Regardless of the un- 
derlying reasons or motives, a national 
hysteria regarding price has developed 
and there seems to be little indica- 
tion of a reversal of this trend. 

There has been an intensity of price 
emphasis in insurance—as illustrated 
in the national advertising of New 
York Life. Other life companies have 
advertised discounts for larger amounts 
of insurance. The specialty insurers 
in property-casualty play up price re- 
patedly in national advertising. Re- 
ently, Travelers, North America and 
others have highlighted in advertising 


Baker Leaves GAMC, 
Forming Own PR Firm 


At Indianapolis 


WASHINGTON—Donald A. Baker, 
executive director of General Agents & 
Managers Conference of NALU for the 
ist three years, has resigned to set 
up his own public relations, sales pro- 
motion and advertising firm at Indian- 
apolis, to be called Baker Associates. It 
will specialize in furnishing these serv- 
ices to small and medium sized life 
and A&S companies. 

In announcing Mr. Baker’s resigna- 
tion, Walter Gastil, Connecticut Gen- 
eral, Los Angeles, chairman of GAMC, 
paid high tribute to his work saying 
that more than any single individual 
he has been responsible “for the grow- 
Ing prestige of GAMC brought about 
through the greatly expanded services 
to members during a most crucial pe- 
ate GAMC’s growth and develop- 
ent.” 
At the time he became GAMC execu- 
tive director Mr. Baker was managing 
editor of the Insurance Salesman, with 


Which he had been connected for nine 
years, 








[Ross Duncan Resigns 


Commissioner Ross P. Duncan of 
Alaska _ will resign Sept. 30. He is 
reportedly considering offers for posi- 
lions in the industry. 

Mr. Duncan became Alaska commis- 
Sloner in 1955 after having been chief 
deputy in Nevada. He joined the Ne- 
vada department in 1951 and before 


that was engaged in investigati 
an. g estigating 


Farmers New World Life has at- 
as Insurance in force of $300,368,- 





YIM 


their savings over the auto policies of 
competitors. 

This price competition has forced 
upon the business an intricate series 
of changes and adjustments, Mr. 
Overman noted. Some of the largest 
companies have left the _ rating 
bureau in order to file deviations. 
Where this process will end, no one 
can say. It appears certain, however, 
that it will place a much heavier bur- 
den on management to achieve and 
maintain financial solvency and on 
agents to meet intensified price com- 
petition. 

Mr. Overman said that a_ recent 
survey conducted by Life Insurance 
Agency Management Assn. revealed 


\fraces Trends In Marketing, Predicts 
iOne-Stop Selling, Clinic Type Agency 


that 122 property companies now have 
life affiliates. There is little question, 
therefore, of the unmistakable trend 
toward all lines selling, and this rela- 
tively new development appears to be 
both logical and beneficial to all par- 
ties concerned. Property companies, 
most of which suffered severe under- 
writing losses in recent years, will 
benefit by the much greater spread 
of risk which results from branching 
out into life. In the future, a few bad 
underwriting years will not tend to 
jeopardize the financial structure of 
a company to the extent that certain 
companies operating in only a few 
seriously affected lines have been 


threatened. All-lines companies, there- 
(CONTINUED ON PAGE 22) 





Agenda Announced 
For NFC Annual 
At Philadelphia 


Speakers for general sessions and 
section meetings of the annual conven- 
tion of National 
Fraternal Congress 
have been an- 
nounced by W. 
Cable Jackson, 
Modern Woodmen, 
president of NFC. 
The meeting will 
be held Sept. 21-23 


at the Sheraton 
Hotel, Philadel- 
phia. 





The three-day 
meeting will open 
with the tradition- 
al breakfast of the press and public 
relations section at which Ivan H. 
Peterman, director of the Pennsyl- 
vania Insurance Information Office, 
will speak on “Better Informed—Bet- 
ter Insured.” Rudolph F. Bannow, 
president of Bridgeport Machines Inc., 
Bridgeport, Conn., and vice-president 
of National Assn. of Manufacturers, 
will address the presidents’ section 
Monday. The secretaries’ section and 
Fraternal Actuarial Assn. meetings 
will also take place Monday. 

Lester O. Schriver, managing direc- 
tor of National Assn. of Life Under- 
writers, will speak at the first general 
session Monday afternoon. 


Appear On Tuesday’s Program 

Tuesday’s program includes meet- 
ings of the youth counsellor, law, 
medical, actuary, state fraternal con- 
gress and investment sections. Mark 
A. McCloskey, chairman of the New 
York State Youth Commission, will 
address the youth group, and the law 
section will hear James S. Feight, coun- 
sel of Philadelphia Blue Cross. 

Charles M. Hanna, management- 
labor relations consultant of Chicago, 
will be speaker at the final general 
session Wednesday morning. The con- 
vention will adjourn after the fraternal 
field managers’ meeting, which will 
be addressed by Umberto A. Palo, 
Prudential, New Brunswick, N.J. 


W. C. Jackson 


Nine Passe Club 
Members Honor New 
lowa Commissioner 


DES MOINES—Five former Iowa 
commissioners and four former com- 
missioners from other states attended 
an JIowa insurance industry dinner 
honoring the new Iowa commissioner, 
William E. Timmons, Dubuque attor- 
ney, who took office July 1. 

Attending the dinner were Oliver 
Bennett, Sterling Alexander, Ray Mur- 
phy, Ed Clark and Emory English, all 
former Iowa commissioners. Mr. Eng- 
lish was the first Iowa commissioner, 
serving from 1914 to 1918. Also at- 
tending were Ford Taft, former Wy- 
oming commissioner; Paul Rogan, for- 
mer Wisconsin commissioner; Spaul- 
ding Southall, former Kentucky com- 
missioner; and Robert Taylor, former 
Oregon commissioner. 

Samuel E. Orebaugh, who recently 

(CONTINUED ON PAGE 31) 


‘You, Too, Can Be 
General Agent’ Is 
Pitch To Brokers 


Intensity Of Competition 
Makes Things Tougher For 
Agency Paying Usual Scale 


“Why not sign our general agent 
contract and get the higher commission 
rate on all life business you sell for us?” 
is the tempting sales pitch that general 
insurance agents and brokers are hear- 
ing more and more from various com- 
penies as the competition for life busi- 
ness grows in intensity. 

The life companies that are reported 
to be making this type of appeal are 
mainly among those that have been 
acquired or created by fire or casualty 
companies and some of the smaller life 
companies that are aggressively seek- 
ing business among general insurance 
men. It is by no means true of all the 
companies in either category, however. 


Pinch Is On Regular GAs 


This kind of activity has put an ad- 
ditional squeeze on managers and gen- 
eral agents with regular full-time or 
brokerage organizations that have been 
getting business from general insurance 
men, but paying only the usual com- 
missions. For example, a fire company 
represented in a general insurance 
agency organizes or buys a life com- 
pany. The agency may have a good 
connection with a local general agent 
of a life company and be entirely 
satisfied with it. 

The agency head feels no particular 
urge to stop doing business there. But 
the lure of a general agency commission 
may be so strong as to make a switch 
seem pretty attractive—especially if it 

(CONTINUED ON PAGE 21) 
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Photographed at the party for William E. Timmons, new Iowa commissioner, 
by Harry H. Fuller, midwest manager of the National Bureau. Back row, from 
left: Edward Clark, former Iowa commissioner; Oliver Bennett, immediate past 
commissioner, now practicing law at Mapleton; Paul Rogan, immediate past 
commissioner of Wisconsin; Spaulding Southall, assistant manager of National 
Assn. of Independent Insurers and former Kentucky commissioner; Robert 
Taylor, president Mill Owners Mutual of Des Moines and former Oregon 
commissioner; Ford Taft, Colorado examiner and former Wyoming commission- 
er. In the front row are Sterling Alexander, former Iowa commissioner now 
practicing law at Webster City; Ray Murphy, retired counsel of Assn. of 
Casualty & Surety Companies and former Iowa commissioner; Mr. Timmons, 
who is an attorney at Dubuque, and Emory English, the first lowa commissioner. 
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Massachusetts Mutual Survey Expiores 
Policykolder With $1 Million Coverage 


About what time in his life does 
the person who has $1 million of life 
insurance coverage or more reach this 
somewhat exclusive millionaire stat- 
us? Is he married? Has he children? 
Does he pick up his coverage in one 
big lump or does he arrive at the 
millionaire level in graduated steps? 

To get the answers to these ques- 
tions and others, Massachusetts Mu- 
tual recently conducted a survey of 
28 insured, each of whom had a total 
of $1 million or more of the compa- 
ny’s life coverage. 

According to the survey, 27 of the 
life insurance millionaires are mar- 
ried and have children, the one ex- 
ception being a male about to be mar- 
ried. The average age at the time 
they acquired $1 million of life in- 
surance or more was 421% years and 
their average age today is 44. The 
present range of ages is from 31 to 58. 


Only Three Are Women 


All but three of the respondents 
were males. Two of the three females 
listed their occupations as housewives 
with various business interests. One 
woman is an executive in a business 
firm. 

Average amount of the total insur- 
ance estate of those studied is $1,819,- 
000, of which $1,250,410 is with Mas- 
sachusetts Mutual. All but three of the 
25 had more life coverage with Mas- 
sachusetts Mutual than with all oth- 
er companies combined. All except one 
holds Massachusetts Mutual life in- 
surance on a permanent, and not a 
term basis. 

Total insurance in force for all 28 
millionaires is in excess of $50 mil- 
lion, of which $35 million is with 
Massachusetts Mutual. The highest 
amount of life in force with all com- 
panies for a single individual is $3,- 
660,000. 


Only 10 individuals became life in- 
surance millionaires through a single 
purchase. The others had built up 
their insurance estates with Massa- 
chusetts Mutual more gradually, with 
an average age difference of six years 
between their first and last purchase 
of life insurance with the company. 
Those who had built up their insur- 
ance estates gradually owned an av- 
erage of six policies, of which the 
first policy was bought at the average 
age of 36. 

The most frequent reason given by 
respondents for building up their life 
insurance estate to over $1 million 
was anticipation of high federal es- 
tate taxes, state inheritance taxes and 
costs of estate administration and set- 
tlement. Among other reasons fre- 
quently given was key-man insurance, 
stock retirement and protection of 
family-owned business for individuals 
owning substantial or controlling in- 
terests in medium-sized or large com- 
panies. 

All of the millionaires were in good 
health when they reached the $1 mil- 
lion mark. Among them are 10 com- 
pany presidents, two executive vice- 
presidents, three vice-presidents, eight 
business executives, three independent 
business men and the two housewives 
with business interests mentioned 
earlier. 

More than half are associated with 
manufacturing concerns, or active in 
the fields of finance, investment or 
real estate. Four are oil men, three in 
agricultural enterprises and two in 
the communications field. 

Seven, according to the study, live 
in New York state, four in Texas, 
four in Florida and the others live in 
California, Delaware, Illinois, Penn- 
sylvania, Rhode Island, Michigan, 
New Jersey, Missouri, Georgia, Ohio 
and New Hampshire. 





Cosmopolitan Life, 
Cherokee Of Nashville 
Plan To Affiliate 


Stockholders of Cosmopolitan Life of 
Memphis on Sept. 29 will vote on a 
plan to affiliate with Cherokee of 
Nashville, under which Cherokee Life, 
a wholly-owned subsidiary of Chero- 
kee, will continue the business of 
Cosmopolitan Life. A stock exchange 
is proposed under which one share of 
Cherokee will be given for each 414 
shares of Cosmopolitan Life to a to- 
tal of 225,000 shares of Cherokee. 
There are currently 225,000 shares of 
$5 par of Cherokee outstanding and 
1,012,500 shares of $1 par of Cosmo- 
politan Life. After the exchange, 
Cherokee will have 450,000 $5 par 
shares outstanding. 

David K. Wilson has served as pres- 
ident of Cosmopolitan Life and Chero- 
kee since March and in July the ex- 
ecutive offices of Cosmopolitan Life 
were moved from Memphis to prop- 
erty adjacent to Cherokee in Nash- 
ville. 

As of June 30, Cosmopolitan Life 
had capital of $1,012,500, contingency 
reserve of $200,000 and net surplus of 
$1,770,583. Cherokee had capital of 
$1,125,000, contingency reserve of 
$150,000 and net surplus of $1,913,- 


551. Unearned premium reserve stood me a 
at $2,109,259 and the loss reserve at Fidelity Interstate Life has been li- j . 

ke 
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$107,505. 


675 To Receive CLU 
Designations; Class 
Of ‘34 To Be Honored 


An estimated 675 individuals who 
have successfully completed their five 
CLU examinations and met other re- 
quirements of American College, will 
receive their CLU designations at the 
college’s conferment exercises in Phil- 
adelphia, Sept. 23, held in conjunc- 


tion with the annual meeting of 
NALU there. 
American College expects some 


25% of those qualified for the desig- 
nation to attend the conferment exer- 
cises. Dr. S. S. Huebner, president 
emeritus of the college will adminis- 
ter the CLU pledge. Vincent B. Cof- 
fin, chancellor of the University of 
Hartford will deliver the conferment 
address. 

The class of 1934, which originally 
consisted of 128 men and six women, 
will receive special recognition during 
the exercises. Chairman of the class 
is Joseph E. Boettner, president of 
Philadelphia Life. Another prominent 
member of the class is Roger Hull, 
president of Mutual of New York and 
a trustee of the college. 

Of the original class of 134, 26 mem- 
bers are deceased and five are listed 
by the college as “address unknown.” 


Details Given Of How 
Ky. Central L.&A. 
Purchase Is Financed 


A registration statement filed with 
SEC by Kentucky Central L.&A. offers 
interesting sidelights on how the pur- 
chase of the company by Kentucky Fi- 
nance Co. will be accomplished. 

The statement notes that in May 
eight directors of Kentucky Central 
L.&A. contracted to sell 5,181 shares 
of the company to Kentucky Finance, 
which is headed by Garvice Kincaid, 
provided the remainder of the holders 
of the 100,000 outstaning shares were 
offered the same price—$115—with the 
sale contingent on acceptance of at 
least 51% of the stock. By June 30, 
there were deposited in escrow 81,717 
shares, making the contract effective. 

The registration statement filed with 
SEC indicates that Kentucky Finance 
would prefer to limit its immediate 
purchase to 51,000 shares, and for the 
30,717 additional shares there would 
be issued a mutual release and option 
arrangement on a pro rata basis under 
which all such released shares will be 
bought by Mr. Kincaid over a five year 
period Jan. 1, 1960-1965 at $115 a share 
the first year and $5 more a share each 
succeeding year, at the call at any time 
of either the stockholder or Mr. Kin- 
caid. If Mr. Kincaid calls all the stock 
in 1960, however, he will pay $120. 

At the same time, Kentucky Finance 
will offer to its 157 stockholders the 
51,000 shares of Kentucky Central 
L.&A. it will buy at $116 a share. 


Joins Actuarial Firm 

Guy L. Fairbanks Jr. has joined 
Bowles, Andrews & Towne, consult- 
ing actuaries. He began his career 
with Equitable Society, and later par- 
ticipated in the formation of the group 
department of New York Life where 
he became a company officer in group 
sales. Since then he has been in ac- 
tuarial consulting work. 


Guaranteed Renewable A & S Plans 
Offered By Standard Of Oregon 

Standard of Oregon is now issuing a 
guaranteed renewable lifetime hospital 
policy for both individuals and fami- 
lies. Both plans are available starting 
at any age up to 75, but certain bene- 
fits are reduced at age 65 and over. 
The table of rates may be changed by 
class only. 





DEATH RATES PER 100,000 FROM ALL CAUSES 


Total Persons, All Ages. 


Metropolitan Life Insurance Company. 
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Met Survey Shows 
Slight Decline In 
Mortality In 1959 


In the first half of 1959 the de, 
rate among the industrial Policyholg 
ers of Metropolitan Life was a jj 
lower than that in the same periog 
the preceding year, but exceedeg 
5% the comparable rate for 1957, a 
cording to Metropolitan Life’s statia; 
cal bulletin. As the chart sho 
through June the mortality rate a 
ages combined was 698.1 per 100, 
compared with 702.8 a year ago 
662.8 two years ago. 

Among white male policyholders 
death rate under age 75 decre, 
slightly since last year, but am 
white females it remained unchang 
In no age group, either among m 
or females, was there any appreciah 
change in mortality. 


Effect Of Flu Epidemic 


The cardiovascular-renal dise 
which account for more than half 
total mortality among the _industr 
policyholders, recorded a. slight 
higher death rate in the first half 
this year than 1958—378.4 and 375 
per 100,000, respectively; in the J 
uary-June period of 1957 the rm 
was only 360.9 per 100,000. 

The increased mortality from th 
diseases in 1958 reflected the eff 
of the influenza epidemic, which p 
vailed during the early months of 
year, on people with serious circul 
tory impairments. Not immediate 
apparent is the reason for the con 
nued high mortality from cardiovag 
cular-renal diseases so far in 1959. 


Cancer Increased 


The death rate from cancer (malig 
nant neoplasms) increased about 3% 
from 141.2 per 100,000 a year ago 
144.9 in the current year. Diabe 
mortality, on the other hand, record 
a slight decrease. 

An appreciable decrease occurr 
in the death rate from pneumonia 
influenza since last year, when i 
fluenza was epidemic. The mortali 
rate for the first six months of 
current year was 21.5 per 100,000, 
almost one-fifth less than that a ye 
ago, but about one-third above 
corresponding rate for 1957. 

Tuberculosis mortality, resuming i 

(CONTINUED ON PAGE 20) 




























Industrial Policyholders 
First Six Months, 1949 to 1959 
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LIFE INSURANCE EDITION 








Here's the policy for your clients and prospects age 60 and over. It’s 
The Travelers Guaranteed Renewable Hospital & Surgical Expense policy 
GR(2). 

Find out how it can help meet the following: Hospital room and board 
costs — miscellaneous hospital expenses — emergency hospital treat- 
ment of accidental injuries — surgical expenses. 

With the GR(2) policy your clients will have protection when it’s 
really needed — during the years.when accidental injuries or illnesses can 
occur with great severity. 

More than 4,000 experienced claims personnel throughout the United 
States and Canada back up the GR(2) policy and all other contracts offered 
by The Travelers, now in its 96th year. 

Your Travelers field man, whose business is to help you build your 
business, has full details on the GR(2) policy. You can reach him through 
the nearest Travelers branch office or general agency. Why not call him 
today. 





INSURANCE COMPANIES * HARTFORD 15, CONNECTICUT 
all forms of personal and business insurance including 
Life * Accident * Group * Fire * Marine * Automobile * Casualty * Bonds 
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Fla. Insurers, Bankers 
Oppose Regulation Of 
Credit Insurance Rates 


Opposition to credit insurance rate 
regulation by the Florida department 
was voiced by spokesmen from both 
the insurance and banking industries 
at a meeting in Tallahassee with Com- 
missioner Larson. 

R. Kirk Landon, senior vice-presi- 
dent, credit life, of American Bankers 
Life of Florida, said he was against 
any regulation of credit life rates, 
noting that a provision in the recently 
adopted Florida insurance code re- 
quires that rates be reasonable in re- 
lation to benefits provided by the 
policy. 

Mr. Landon contended that the new 
code says nothing about rate regula- 
tion, itself. 

“Just tell us what a _ reasonable 
benefit is, then we can take care of 
it.’ he said. He also pointed out that 
when other states have regulated rates 
on eredit life insurance, “business has 
disappeared.” 

Further opposition to credit life rate 
regulation by the commissioner was 
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expressed by Alfred McKethan of 
Brookville, representing Florida Bank- 
ers Assn., who said any standard of 
rates recommended by the commis- 
sioner should be high enough to pay 
for the cost of selling the coverage. 
Banks in Florida are currently receiv- 
ing a 50% commission on sales. 

Spokesmen from both the insurance 
and banking industries agreed they 
would prefer that rates be left at their 
present level. 

Hearing To Be Announced 

Rep. Ralph Turlington, a member of 
the house’s insurance committee, said 
he did not understand the insurance 
industry’s objections to credit rate 
regulation, declaring, “It was plainly 
in the insurance code that there would 
be rate regulation.” 

Commissioner Larson, in a letter to 
insurance companies, which he re- 
leased after the meeting, put them on 
notice to prepare for a hearing on 
the promulgation of credit life and 
disability regulations. He said he would 
announce the hearing date Oct. 1. 

Seaboard Life has been licensed in 
Maryland. 
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National Travelers Life top 
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Follow-Through 


National Travelers Life follows-through — all the way! We 
have the leads and we have the close. Our different approach 
includes colorful direct mail and fully illustrated 3 color 
brochures that sell with little effort. Sales are quickly closed 
—lost contact time is reduced to a minimum. All this plus 


ational ravelers : 





commissions to agents and 


So that you will become 
familiar with our follow- 
through program, we'll send 
you this FREE GIFT—from 
our 50th state Hawaii — a 
living Hawaiian Palm Tree 
that will grow quickly as a 
house plant, and samples of 
our direct mail approach to 
selling the National Retire- 
ment Plan. 

Write Carl F. Woodmansee, V.P., 
National Travelers Life Company, 
Des Moines, lowa. 

This offer is good ONLY 
while the present supply of 
perishable live Hawaiian 
Palm Trees lasts. 


DES MOINES, IOWA 








N.]J. Blue Asks 18.1% 
Rate Rise, Its Second 
Request In 17 Months 


TRENTON—Hospital Serviee Plan 
of New Jersey (Blue Cross) in two 
years will propose a modernized long 
range rate stability program, Carl K. 
Withers, plan president told a public 
hearing here, while at the same time 
insisting that the plan presently needs 
an 18.1% average rate increase for 
which it is making application. 

Commissioner Charles R. Howell, 
who conducted the hearing, said that 
he was disturbed at Blue Cross asking 
for two rate increases within a period 
of 17 months. However, he added he 
was conscious of the fact that the 
“plan should remain solvent with some 
reserves and surplus available to meet 
possible catastrophic conditions.” 

He reserved decision on the applica- 
tion for at least four days to permit 
submission of briefs. 

Emanual Mann, international rep- 
resentative of United Auto Workers, 
AFL-CIO, testified that at the end of 
1958 Blue Cross was financially sol- 
vent. 

He said the purpose of the latest 
rate increase application was “to hold 
down costs to prevent utilization. This 
is contrary to medical practice. The 
decision to enter a hospital should be 
based on medical determination not 
economic pressures.” 

Mr. Howell, in his opening state- 
ment, declared, “It is disturbing to me 
that it is necessary to hold another 
hearing so soon. I realize that many 
of the subscribers to the plan have 
limited financial resources and that 
they may be forced to drop out of the 
plan if rates continue to increase fre- 
quently.” 


Modified Plan 


Mr. Withers said that rate increases 
“should not cause either suspicion or 
alarm” because they are inevitable. 

He added that unless the increase 
is granted Blue Cross reserves will be 
“virtually exhausted” by the end of 
1960. 

In addition to the new rate sched- 
ule, Blue Cross asked for permission 
to inaugurate a less costly modified 
plan containing a deductible provision. 
The plan would be available only to 
non-group subscribers and would lift 
the present restriction against persons 
over 65 being non-group members. 

The modified contract would carry 
subscription rates averaging 18% low- 
er than those proposed for the com- 
prehensive contract. It would provide 
60 benefit days per year to all mem- 
bers under 70 and 30 days for those 
older. Through the deductible provi- 
sion, members would pay $15 towards 
the first day’s hospital bill and $6 per 
day for the next 14 days of each ad- 
mission. After the 15th day the plan 
would pay the full cost of eligible 
coverage. 


NALU Awards Remodeling 


Contract To D. C. Firm 


WASHINGTON—The contract for 
remodeling NALU’s new headquarters 
building here has been awarded to 
Hubscher, Dietrich & Coleman, Inc., 
local builders. 

The contract was awarded after the 
opening of sealed bids and with the 
approval of NALU’s building and ex- 
ecutive committees. 

According to Arthur W. Defender- 
fer, John Hancock, Washington, D.C., 
chairman of the building committee, 
the builders are expected to begin 
work within a month. 


1s es e-5 
§ ‘at 


September 12, 


SELL & TRAIN 


THE MODERN WAY 


with 


FULL-COLOR 


Sound Filmstrips . . , 


@ THE HAND THAT’S 
ALWAYS THERE 
(Life Insurance-Basic Needs) 


@ SOLUTION or 
DISSOLUTION 

(Business Insurance-Partner- 
ship or Close Corporation) 


@ 10 OTHER FILMS 
IN PREPARATION 

. to sell in homes and 
offices! 

. to recruit and train 
salesmen! 


alus 


The New Viewlex 
““SALESTALK”’ 


viewing equipment and 4- 
speed record player for play- 
ing the 7 or 10 inch records 
that go with the strips. But 
you can use your own equip- 
ment if you prefer. It isn’t 
the mechanical equipment— 
it’s the thinking behind the 
strip itself that sells. 

We suggest: ‘‘expose’’ your- 
self to these filmstrips in the 
privacy of your office. No 
further selling on our part 
will be necessary! Order the 
filmstrips alone, or in con- 
junction with the projection 
and record player described. 


Write for complete 
information 
—today! 


SELL AND TRAIN—INC. 


GEORGE J. GERO 
COMPANY 


27 East 62nd Street 
New York 21, New York 


Phone 
TEmpleton 8-7781 
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Chicago Bar Assn. Helps Beat The 


VN fw 


\Y 


‘The following article on financed 
e , insurance, which first appeared in 
Chicago Bar Record, official pub- 
ation of the Chicago Bar Assn., is 
& sproduced here to show how the 
fanced insurance technique is being 
@ ppagated among the lawyers of the 
Lation’s second largest city and to 
mustrate how financed insurance is 
& Linx sold through the investment 
~ elor approach rather than the 

t Birect insurance approach. 
‘Author of the article is Michael D. 
& arcus, president of Michael D. Mar- 
5 & Co., Chicago who is a registered 
tment counselor, a licensed in- 
e rance broker and an attorney. The 
sprint of the article used as a busi- 
<s solicitation mailing piece says: 
je hope you have found this new 
sproach to estate planning worth 
& ding a second time since its publica- 
on in the Chicago Bar Record. Per- 
9s you are wondering how it might 
applied to your own situation. We 
be happy to describe for you how 
& vesting counseling can be added to 
own insurance-investment pro- 


Following is the article in full: 


The attorney who concerns himself 


th estate planning is well aware 
| Bot its every aspect must be geared 
Hit the individual needs and circum- 
ances of his client. 
enerally, the problem of estate 
mning involves three distinct func- 
| Eins: (1) The legal aspects—taxes, 
ls, trusts, living and testamentary 
ansfers, all must be considered as 
sy relate to the individual and his 
mily. (2) Protection for ‘the family 


urance, must be programed within 
» framework of the individual’s pres- 


circumstances and the contingen- 


bs of the future. (3) Accumulation 
I capital for retirement. 


st Phase Is Easy 
There can be little argument that 


th of these phases of estate planning 
essential to the whole, and essential 


fits relation to the others. While the 
Py forney will have little difficulty in 
king out an effective solution to 


first problem, he, like every other 


dividual, may well be perplexed by 
latter questions of providing secur- 


| y for his family and at the same time 


tumulating an estate of a size to 
intain a satisfactory standard of 


t ying—one consistent with his present 


ing standard—at retirement age. 
| B Particularly at present, when high 
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event of death, as provided by life 
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(Prum For Financed Life Insurance 


income taxes and low interest rates 
have made capital accumulation tre- 
mendously difficult, special attention 
must be given to developing a program 
which will provide the maximum— 
both in protection and in capital ac- 
cumulation—for the most reasonable 
cost. 


Would Use Same Dollar 


A rather new solution which is 
particularly applicable for attorneys 
in handling their own financial plan- 
ning is to combine the three aspects of 
estate planning, and, in regard to the 
insurance and investment factors, to 
use the same dollar for both functions. 

As to the legal aspects, of course, we 
should generally make use of life 
insurance trusts and pour-over wills. 
These can be so drawn as to provide 
the maximum of security and comfort 
for specific individuals who will share 
in the estate. 

The protection and savings aspects 


may be combined through the relative- 
ly simple expedient of buying insur- 
ance protection in its most economical 
form and then investing the surplus 
funds in a systematic plan for accum- 
ulation of capital. 


Answers Two Questions 


In this manner, the attorney can, 
with relative ease, answer the two 
basic questions each of us must face: 
What happens to my family if I die? 
And what happens to me if I live to 
retirement age? 

By using this type of program, the 
dollar ordinarily budgeted for life in- 
surance does two jobs, buying protec- 
tion for the family in event of one’s 
death and at the same time providing 
funds for investment which should 
provide income for one’s own retire- 
ment years. 

Must Not Confuse Functions 

It is important, however, that while 
we combine the financial planning for 
the insurance-investment segments of 
the program, we do not confuse the 
two functions. 

As an instrument for protecting a 
family against the loss of income 


5 


caused by the premature death of the 
breadwinner, nothing has ever been 
devised which is better than life in- 
surance. When one’s greatest, single 
capital asset—the man himself—is no 
longer producing, there must obviously 
be some substitute for his earning 
power, and this life insurance can 
provide if properly programed. 
However, too many men make the 
mistake of trying to accumulate capi- 
tal for retirement by using the cash 
values of their life insurance. As a 
“savings” program, life insurance 
leaves much to be desired, for the 
“extra” dollars paid in premiums— 
over and above the actual cost of 
protection—those dollars which re- 
main as cash values can only be 
deemed wasteful in the face of con- 
tinuing inflation. They can only gain 
in value in the event of a most un- 
likely decline in the economy of this 
country over the next decade or two. 
As to protection, which is the actual 
purpose of life insurance, increasing 
attention is being given today to 
development of policies which are not 


only economical but which can be 
(CONTINUED ON PAGE 27) 
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You've Heard About 
“TOGETHER-NESS”, of course? 


THE 











That means us,..our heads-up Field Force,..and 
our more than 8% million policyholders (more 


every day), all enjoying security together. 


NATIONAL LIFE 
AND ACCIDENT 


INSURANCE COMPANY 


HOME OFFICE NASHVILLE, TENNESSEE 
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Cireuit Court Allows Deduction ance premiums paid to provide indem- 
; nity for loss of life, limb, sight, etc., 


For Life Premium If With 


Assn. of Advanced Life Underwrit- Commissioner, U.S. 


A&§$ is not deductible. 


The underlying theory is that these 
court of appeals, types of disabilities are not within 


ers has issued the following bulletin 3rd cir. No. 12,882, decided Aug. 12, the realm of deductible medical ex- 


to its members: 1959. 


penses, which are defined in the rev- 


As you all know, medical expenses enue code as “amounts paid ... for 


The United States court of appeals “including amounts 


paid for accident the diagnosis, cure, mitigation, treat- 


for the third circuit has recently held or health insurance” are deductible ment or prevention of diseases, or for 
that the premium paid on an accident under the internal revenue code. How- the purpose of affecting any structure 


or health policy, which included with- ever, in a number 


of published rul- or function of the body. . .” 


in its coverage indemnity for loss of ings the Internal Revenue Service has When the Heard case originally arose 
life, is fully deductible. See Heard vs stated that the portion of such insur- in the tax court, the taxpayer paid in 





The GUARDIAN and the Pony Express 






St. Joseph, Missouri to Sacramento, California — a 
distance of 1,980 miles — in just 8 days! This dramatic 
feat of the Pony Express in 1860 captured the imagination 
of the people. 


Each rider changed horses three times before hand- 
ing his pouch over to the next courier. Letters cost $5. The 
Pony Express braved violent weather and Indian attacks 
before passing on its glory to overland stages, snorting 
steam locomotives and the onrushing miracles of modern 
transportation. 


The Guarpian Life Insurance Company, also founded 
in 1860, has lived through a century of wonders in which 
the incredible quickly became plausible, then accepted — 
and finally obsolete. 


The GUARDIAN Life Insuranc 


50 UNION SQUARE, N.Y. 3, N.Y. 


One of a series of ads in NEWSWEEK, TIME, 


NEW YORK TIMES SUNDAY MAGAZINE, marking GUARDIAN’S Centennial in 1960. 








ventured on 
exciting careers 
in 1860 


But the principle upon which The GUARDIAN was 
founded — delivering life from the tyranny of chance — 
has never become obsolete. Today The GUARDIAN is one 
of America’s foremost life insurance companies, provid- 
ing protection to hundreds of thousands of families. 


Now, in our 100th year, The GuarDIAN is offering the 
most attractive policies in its history. These include guaran- 
teed renewable plans providing a regular monthly income 
to help meet living expenses if an accident or serious ill- 
ness Strikes. 


Have a talk with your GUARDIAN representative or your 
broker and find out how you can benefit from The 
GUARDIAN’S century of experience in serving America. 


e Company OF AMERICA 


Our Centennial Year 
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excess of $700 in accident and health 
premiums, but could only substantiate 195 
$40 as being attributable ‘o the type 
of medical expenses staied bY th 
commissioner to be deductible, Th Ame 
tax court held for the commissig 
and allowed $40 as a medical e D 0 
deduction. I | 


Tax Court Reversed The <¢ 


On appeal, the higher court of pd na ; 
peals reversed the tax court and state at be 


that the full amount of the Premium} ;, 1954 
including the portion attributable ty . Metr 
life insurance protection, was edu a Tl 
tible as a medical expense paymey nh 
Thus, the commissioner’s position W on 
directly controverted. 4 

Our comments: 

1. Heard arose under the 1939 Code 
However, the provisions of the 193 
and 1954 codes are identical in 4; 
particular matter, and the decision ; 
directly pertinent today. 


prevaler 
during | 
Even 
more fa\ 
prior to 
life bein 
1947 anc 

































2. This decision opens a wide hor, 9 pal 
zon for combining life insurance ap; ihe the 


medical protection within a single po) 
icy. An opportunity is offered for ohfWomen | 
taining a direct deduction for the p 195' 
mium costs of life insurance. In ] 

3. Any insurance policy utilizing females 
the principles of Heard must be care. 
fully constructed with certain consig 
erations in mind. It would be unywi 
to market an insurance policy wit 
20% of the premiums devoted to ]j 
protection and the remainder to meg 
ical protection. 

Some fair proportion between th 
two factors should be utilized. Se 
ondly, it should be particularly notej 
that the insurance policy in Hear 
provided protection not only againg 
loss of life but against loss of lim 
and other disabilities. The better cours 
would be to include some such protee 
tion in any combined medical-lif 
policy. 
Will Remain Clouded Mortality 

4. The favorable implications @ In recer 
Heard should be tempered by thgéclined m 
fact that it is in conflict with thgvhite po) 
present policy of both the commisihite. Ne 
sioner and the tax court. The aregvns still 
will remain clouded until more courifadvantage 
of appeals, and possibly the Suprem§ Under c 
Court, have had the opportunity tfme-half 0! 


years for 
white po 
averages 

respective 
Among 
rates for 
are at vel 
2per 1,00 
1 throug] 
males, the 
most as |] 
33. Moreo 
der 10 pe 
white fem 
white male 





speak on the problem, or until thgvill fail t 
commissioner and the tax court capitupared wit! 
late from their current positions. [white. The 

Our recommendations: marked fo 


1. You can utilize the Heard casbeing abou 
in your sales approach on _ accidemwhite and < 
and health policies, but you shou§ The gain 
have full realization that this is notfeent decade 
definitive statement as to deductibifyounger ag 
ity of accident or health policy prahe centur 
miums in all situations. You showdded to { 
keep in mind the conflicts betwegige 5, com 
the positions of the various pertineffine years 
tribunals and authorities. et age 40. 

2. You may find it advisable to cog Around a 
tact insurance companies in an ag lifetime 
tempt to explore the possibility of dfbout two © 
veloping policies particularly designation of lif 
to be useful in the Heard situatiifor white | 
white fema 





Western Heritage Files With Sf 
Western Heritage Life of Phoap”?eases | 
has filed a statement with Securitig Retiremer 
& Exchange Commission seeking '™ have been 
istration of 500,000 shares of combnited Life 
mon stock to be offered for public paid for ent 
at $2 per share. bot affect th 
According to SEC, “During the fons. The 
riod July, 1958, and ending May ‘fmploye wh 
1959, the company was engaged hip under » 
completing its organization and in “ftement pla 
sale of an initial offering of stock # annuity , 
now has outstanding 203,875 comm@l his aver; 
shares. It is now engaged in the “firing the | 
of life insurance on a standard epiment, 
reserve basis; although authorized! 
write health and accident insural% Seaboard | 
it has no present plan to do so.” Nisiana, 
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1957 Longevity Of 
| American People 


ees Drops Negligibly 


The average length of life (expec- 
tation of life at birth) in the United 
States was 69.3 years in 1957, or 0.3 
years below the all-time high registered 
in 1954 and again in 1956, according 
io Metropolitan Life’s Statistical Bul- 
letin. The slight setback in 1957 re- 
sulted largely from the widespread 
prevalence of Asian influenza and 
quring the late months of the year. 

Even so, the 1957 experience was 
more favorable than that for any year 
rior to 1954, the average length of 
life being 2% years greater than in 
1947 and 20 years above that around 
1900. A century ago the average life- 
time was only about 42 years—three- 
fifths the current figure. 
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Women Had Best Record 


In 1957, as in earlier years, white 
females had the best record for lon- 
gvity. Their average length of life 
was 73.5 years, compared with 67.1 

Ij ears for white males; for the non- 
be unwist nite population, the corresponding 


licy Wit} verages were 65.2 and 60.3 years, 
ted to li 


utilizi 
t be care 
in consi 





respectively. 
r to med Among white females, mortality 
ntes for children and young adults 
tween th 


; are at very low levels, namely, under 
ized. Sec dper 1,000 in the range of ages from 
arly notef: “through 39 years. Among white 
he Hear males, the corresponding range is al- 
Y agally ost as large—from ages 1 through 
s of 33, Moreover, the death remains un- 
tter cours} ine 10 per 1,000 through age 58 for 
ch protee white females and through age 50 for 
\edical-lif white males. 


Mortality Decline Among Nonwhite 


‘ations dj In recent decades, mortality has 
d by thieclined more rapidly among the non- 
with thqvhite population than among the 
> commigwhite. Nevertheless, nonwhite per- 
The arguns still are at a considerable dis- 
ore courgadvantage at most periods of life. 
e Suprem Under current mortality conditions, 
rtunity ne-half of the nonwhite male babies 
until tiivill fail to survive to age 65, com- 
urt capitypared with only one-third of the 
sitions. §white. The difference is even more 
marked for females, the proportions 
Jeard cagbeing about two-fifths for the non- 
n accidegwhite and one-fifth for the white. 
rou shoul The gains in longevity during re- 
1is is not#ent decades have been greatest at the 
deductibifyounger ages. Thus, since the turn of 
policy prgine century 1144 years have been 
You shoufdded to the expectation of life at 
ts betweaage 5, compared with an increase of 
s pertinefine years at age 21 and of five years 
at age 40. 
ble to cog Around age 65, the average remain- 
in an ang lifetime has been extended by only 
ility of d@bout two years. In 1957, the expec- 
ly designs ation of life at age 65 was 12.7 years 
1 situatilor white males and 15.4 years for 
white females; at age 70, the figures 
With 5 


of Phosiplcreases Retirement Plan 
1 Securitiq Retirement annuities for employes 
eeking tglave been increased by American 
1s of col vnited Life. The increase, which is 
public sid for entirely by the company, will 
bot affect the employes’ salary deduc- 
ing the fons. The benefit provides that an 
ng May ploye who has continuous member- 
engaged tip under the company’s regular re- 
_ and in W@itement plan from age 40 to 65, have 
of stock annuity at least equal to one-third 
75 commas his average monthly pay received 
in the ##lting the last five years of employ- 
ndard leéament, 
sthorized | 


t insura™§ Seaboard Life has been licensed in 
so.”  fPuisiana, 
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were 10.1 and 12.1 years, respectively. 

Further gains in longevity are in | 
prospect, but they are expected to be 
much smaller than those achieved in 
the past two generations. On the basis 
of an average of the well-considered Interested in additional tax 
mortality projections by the Social } 
Security Administration, the expecta- ° 7 is 
tion of life at birth in 1975-80 would savings for your clients: 
be about 73 years, not quite four 
years more than it is now. These pro- 
jections indicate that even by the year 
2000 the average length of life would 
be little more than 74 years. 

The mortality and longevity projec- 
tions assume continued advances in 
medicine and public health. Notwith- 
standing the notable improvements of 
the past, there still is a large toll of 
premature death in the United States 
which can be reduced by greater con- 
trol of infections and of accidents. 

Substantial room also remains for 
reduction of infant mortality in many 
segments of the population. Even in 
the present state of knowledge, prompt 
and adequate medical care can pro- 
long the lives of many people afflicted 
with malignancy, cardiovascular dis- 
ease, or other degenerative condition, 
the bulletin said. 





OUR SOLE BUSINESS IS THE PURCHASE 
OF MATURING ENDOWMENT AND 
RETIREMENT INCOME CONTRACTS 

MINIMUM PURCHASE $10,000 @ NO LIMIT 


INSURANCE RESEARCH COMPANY 
67 WALL STREET 
NEW YORK 5, N. Y. 
BOWLING GREEN 9-5726 ESTABLISHED 1954 






























Prudential salutes the National Quality Award Winners 
for 1959. It is through your outstanding achievements 
that our industry is able to maintain its highest standards. 
Prudential proudly hails its more than 1,300 Agents in 
the United States and Canada who are among this 
year’s NQA Winners. you enjoy “THE TWENTIETH CENTURY,” Sundays, CBS-TV 
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Great-West Offers 
Annuily Plan As 
Inflation Hedge 


A new type of supplementary pen- 
sion plan designed to counterbalance 
the inflationary drag on retirement 
dollars is being provided employes of 
Canadian Pratt & Whitney Aircraft 
Ltd. by Great-West Life. The plan is 
the first of its type to be set up in 
Canada. 

The company’s basic pension plan 
has been in effect with Great-West 
since 1946. Purpose of the supple- 
mentary plan is to provide additional 
amounts of retirement benefits re- 
quired to restore to their original pur- 
chasing power the annuities purchased 
under the basic plan since its incep- 
tion. 

Under the basic plan of 1946, Pratt 
& Whitney employes contributed 5% 
of earnings and the company the bal- 
ance. These contributions purchased 
each year a unit of annuity equal to 
1%% of monthly earnings. The em- 
ployer pays the full premium under 
the supplementary contract. Each year 
that the consumer price index rises, 
annuities are purchased augmenting 
the basic annuities to compensate for 
the rise. Consumer price indices for 
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each year are taken as the average of 


monthly indices published by the 
Dominion Bureau of Statistics. 
Additional annuities may be pur- 


chased each year up to a premium of 
30% of the employer’s gross cost un- 
der the basic plan. The supplemen- 
tary annuity payable on retirement 
may amount to as much as 50% of 
the basic annuity. 


Old American Dedicates 
New K.C. Home Office 


Old American has dedicated its new 
3-story home office at Kansas City. 
Nearly 500 business, civic and insur- 
ance leaders attended the dedication 
event which was addressed by J. C. 
Higdon, president of Business Men’s 
Assurance, and Commissioner C. Law- 
rence Leggett of Missouri. 

Capitol Issues Medical Plans 

Capitol Life of Denver has issued a 
major medical policy, which is guar- 
anteed renewable for life. Both can be 
written on either a family or an in- 
dividual basis. The company has also 
added a Purchase Option Agreement 
Rider to its portfolio. The rider guar- 
antees purchase of up to $60,900 of 
additional life without evidence of in- 
surability. 


...looking toward 
an even greater 
future... 











National Fidelity Life 


PRESENTS 


Since the beginning, over 44 years ago, the people of N.F.L. 
have wholeheartedly pledged themselves to these lasting values: 
strength, character, and faithful devotion to service. Constant 
fulfillment of this pledge has been the inspiration for its past 
development and the motivation for its ever-continuing growth. 
So it is fitting that this triad should remain an integral part 


of our new emblem. 


Inscribed on a perfect triangle, and iater superimposed on a 
shield, symbol of protection, these qualities have been the focal 
point of our emblem throughout its evolution. They are now 
personified by the knight—traditional symbol of strength, char- 
acter and service in the highest order. 

It seems especially appropriate that this human figure is 
included, for it serves as a reminder that it is the dedicated 
people of NFL who have made our emblem meaningful to 
others: the symbol of good insurance with a good company; the 
mark of a strong, secure but warm and friendly institution. 
Presented during an era of accelerated expansion, this emblem 
also announces new opportunities for Direct Brokers, General 
Agents or Salaried Supervisors. Write: Vice President Kemp 
W. Wood, Dept. NU-99. 












National Fidelity Life 






INSURANCE COMPANY e 


ITS NEW EMBLEM 





KANSAS CITY 6, MO. 
W. Ralph Jones, President 
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Most Underwriting 
Changes Made In 
Last Decade: Reeder 


Underwriting has advanced faster 
in the last 10 years than in any other 
10-year period in history and it is 
very unlikely that the future decade 
will see so many changes of such 
drastic nature, Dr. Clifton L. Reeder, 
vice-president and medical director of 
Continental Assurance, told the an- 
nual meeting of the company’s Pyra- 
mid Club at Chicago. 

Dr. Reeder attributed the changes to 
the marked improvement in over-all 
mortality that started during World 
War II and accelerated rapidly until 
1956 when a definite leveling off oc- 
curred. 

He said there has been a broadening 
in the industry of the standard class so 
that a greater percentage of applicants 
than ever before could buy insurance 
at regular rates. Extra premiums of 
$5 per thousand for one or two years 
are charged less frequently. The high 
substandard extras have been reduced. 

Considering specific impairments, 
Dr. Reeder said, “‘We have opened up 
coverages to serious rheumatic hearts, 
coronaries, diabetes, electrocardiogram 
abnormalities and many cancers. More 
liberal and realistic appraisals are 
accorded to overweights, ulcers, gout, 
blood pressure, thyroid disease, heart 
murmurs and many more.” 

Looking ahead, he said, “We are 
making a continuing effort to classify 
our risks. Better classification or pro- 
per classification means the good risk 
gets the benefit of being a good risk 
and the bad risk pays his price for 
being a bad risk. 

A gradual reduction of temporary 






September 








extras will be made as mortality j 
pairments will be reclassified ag ; 
becomes possible to better disting); Be 
between the mild and serious forms e 0 
disease,” Dr. Reeder predicted. ‘| Severa 
He said that within nine Yeanfand stat 
“many forms of cancer should ceage gored at 
be a_ health problem.” 










gingg tne bres 
cases (coronary insufficiency) ag ejay and 
perimental risks. ourtesy 

In order to minimize auto ACCiden ance. 
fatalities—the nation’s third majg} To 4¥ 
killer—Dr. Reeder recommended en. ent an 
actment of a federal law to force ay, chieved 
makers to reduce the speed and powe yp J 
of their cars. ; 










Two Named In Iowa 
Robert Link, attorney of Cedar Fa}, ALU n 
has been appointed complaint Superfin the c 
intendent of the Iowa department, ang na, wit 
Walter Bender of Cedar Rapids } 
been named superintendent of agen 
licensing. in perce! 
Mr. Link succeeds Richard Poffen§jsland, \ 
berger, who has entered private |ay eal assov 
practice in Terry, Ia. Mr. Bender hag<istency 
been with Great Central of Peoria anjcounty, 
succeeds William McKay, who hairal Delt 
joined the examining staff. and Lan 
‘ata cent). 

Life insurance Securites Corp. A 
Buys Control Of Maine Insuran 
Life Insurance Securities Corp, 9 
Portland, Me., has purchased 30,04 
shares of the capital stock of Main 
Insurance Co. The acquisition of thi; 
block of stock, plus the Maine Insur.}”: 
ance stock it has already bought, gives” 
Life Insurance Securities more than}: 
51% ownership. Burton M. Cross 
former Maine governor, is president 
of Maine Insurance and also of Lif Politice 
Insurance Securities Corp. 
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Dught, givef Will be presented by poesident, and 
more thaf\ALU National Pdi during the 
Cross Tuesday cll! meeting on 
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“ilPolitical Action Unit Is 
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= d By F lorida Agents *American Health Insurance, like its Managing Agent (who is the company in his terri- 
oo Life Underwriters A present agencies, is growing on a planned progression tory) to pay claims on the spot promptly and with- 
co a political] action eo an ee program. In 13 other states it has built outstanding out red tape. Any informed agent is fully aware of 
aah “in roots contact einai _n agencies—Ohio is next—and as elsewhere, we expect the importance of prompt claim payments to the 
tiation’s le. ae with the Aig to do a good job and a big one. growth of his business. 
P Ive commi is : 
igs bese H. Par er, i head Do you belong in our picture? Your If you are the kind of agent we are seek- aa 
vn Sonville. Pendent most valuable asset — to yourself and to us — is your ing, you'll be delighted to find that American é 
action a. tezman of the politj local reputation. We know, from our background of Health is your kind of company. You'll want to = 
ue, Fidelity poe by Horace 2 ace 20 years of sound, specialized experience, that people learn more about the very special opportunity we 3 
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Bing legishar ait Jacksonville. on: all thet bill-with enthusiasm, integity and ~Wherethere’s awill there's a way.” : 
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gtoup’s Pi to Re ty headed ae emer. Story” and “Automatic Progression Program.” A be 
surance code hy the Florida Pi The company and agent who specialize sound, secure, profitable career is available to the By 
Session of the Florida - ring the spring in personal and family insurance serve the public man who has the will . . . for here is a way. Write a 
= gislature. best. By specializing, the company can give its direct to Agency Department, AMERICAN HEALTH 
lshimary Presid, policy owners better value, better coverage, better INSURANCE CORPORATION, 300 St. Paul Place, # 
leaders Ch, ent Of Company's ; service. As a specialist, the agent can develop his Baltimore 2, Md. 






professional skill, with sufficient time devoted to ill be in Ohio 
administering service. American Health seeks sub- Our representative 
stantial volume at a limited, carefully selected 
number of points—where local service can be pro- 
vided thru local agents who serve the company 
faithfully and the public honorably. Only under *A aren 
1 ; these conditions is the cost of good local service pap ones ors 
e- ) teads in sal » Pa a reputation 
Month period. Sales § justified. for integrity. 





in the weeks ahead. Inquire promptly so 


Mar Cane 
F ru, district manager in 
that you may be included in his plans. 
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opportunity. With thorough training, with full com- 
pany support, and with personal application you 
can give the amount and quality of service to find a 
successful and profitable career. Your career will be 
based on satisfied policy holders. 


*American Health sets a pattern — in 
designing its coverages, in establishing its rates, 
in its underwriting methods—that permits the local 
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FieNATIONAL UNDERWRITER 


Says Only Revived Consciences 
Will Really Cut Down Twisting 


Commenting on the dual licensing 
of individuals to sell life insurance 
and mutual fund shares, Edward W. 
Merrill, manager for North American 
Life of Chicago at Santa Ana, Cal., 
writes: 


Your editorial in the Aug. 22 issue 
stirs me to respond. Being a life and 
A&S producer of more than 30 years’ 


continuous experience, and not now 
seriously considering mutual fund sell- 
ing, my views nevertheless must take 
exception to your implications. 

Looking back, and not too far, I am 
sure that the worst insurance prac- 
tices I have observed have come 
about not because of lack of informa- 
tion or training. Quite the contrary 
has been true, for a diabolically clever 


and persuasive plan of twisting has 
come from whole agencies trained to 
“push” some of the new policy forms, 
the term-loaded “family life’? as an 
example. Neither knowledge nor train- 
ing nor legislation pointed toward 
more rigid licensing requirements will 
solve this, though I do agree that the 
latter will produce a sheer reduction 
of numbers. 

Primarily, men must be imbued with 
a respect for their fellow-men, their 
clients and their competitors too, so 
that willfully bad advice simply can- 
not pass their lips or be put out in 
written form with their consent or ap- 





Give him a ring 


When you phone 
The Man from Manhattan, 
chances are your problem iS Over. 














Better phone The Man from Manhattan 


Home Office: 111 West 57th Street, New York 19, N.Y. 





at most ages). 


When You Need Family Income and decreasing term riders 
Through Issue Age 64, standard or sub-standard. 


When You Need Permanent Plans (Ordinary Life, 10 Pay 
Life and 20 Pay Life) To Issue Age 75, standard or sub- 





HERE ARE JUST A FEW 
OF MANY WAYS HE CAN HELP: 


When You Need Progressive Underwriting on sub-standard 
risks Through Age 74 (we issue up to 1,000% mortality 





standard. 


When You Need up to $50,000 Low Cost Insurance on a 
Wife, available under our Family Member rider, with 
children or even if there are no children, and issued 


standard or sub-standard. 


f. 
Our 2nd Yet Century 
+f 
pls 
bi 


ene 


of NEW York, 


When You Need a Family Member Rider to 
cover minor children of a widow, widower or 
divorcee without spouse (sub-standard issued 
on minor children). 


When You Need a Guarantee of Future Insur- 
ability, issued and exercisable through age 64 
with the guarantee amount actually payable at 
death if it occurs before conversion. Amounts 
available as high as $50,000, standard or sub- 
standard, and at very low cost when Level Term 
Rider is attached to any permanent Manhattan 
policy—old or new. 

Manhattan Life is Famous for its Flexibility, with 
55 policies and 13 riders, not counting the sub- 
standard versions. 


THe MANHATTAN Lire 4 INSURANCE COMPANY 
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proval. Let this sound old-fashiong 
it must, but our discount of inteo: 
in America is what threatens , 
whole professional concept. Ang 
constantly gives rise to the threat 
harmful but regulatory legislation, 

The problem is not limited to g 
industry. In my work I am repy,| 
in contact with doctors, Particulay 
in my A&S case reviews. Many 4 
normal, but I have too many gj, 
situations before me which make 
long for a return of the small-t] 
general practitioner whose heart yy 
spread throughout the countryside a 
whose errors in diagnosis seemed 
worse than those of his “speciaii 
successor now holding forth. 


As Bad As Medicine Show 


I honestly believe that no wy 
hokum ever was inflicted by the md 
icine-show barker than much of ; 
so-called professional ethics that is 
too often actually a smoke screen 
shield the indifference or inefficiey 
or outright neglect of the doctor, 

I don’t say that this deplorable 
dition is present in a majority of ca 
observed. I do say that to have it ey 
at all is evidence that strict licensiy 
etc., is not THE answer. 

There must be a reawakening 
conscience, and with it, we shoy 
have some way to bar from our by 
ness those individuals whose drive { 
a quick profit will carry them he 
bent over the best interests of th 
clients. Guilt for this is not limited 
a few individual agents. 


All Must Be On Alert 


Home office men, company 
tors, and all of us must be constan 
reminding ourselves that this busin 
dealing in abstract matters but ae 
ally playing on the living blood 
heart-strings of our clients and th 
loved ones and of many yet unbo 
is charged with a responsibility pee 
liarly pointed at the hearts of all 
us who have any authority. To igng 
this fact is not to erase it. 

More knowledge and training add 
skill and I’ll always respect them 
such. But I’d rather have as an 
agent the man who really wants 
serve his fellow man right than 
driving to be a millionaire regardk 
of who gets hurt. With such a man 
I want, I perhaps will never 
wealthy in money, but I’ll sleep w 
at night, and I’ll have a favoral 
lapse ratio. 





Enough Scope For Skill 


I stated at the outset that I plan 
entrance into the securities field. } 
reason is simply that I believe ti 
there still are enough worthwhile 4 
velopments and refinements in 4 
present business for me to employ 
the skill end time and personal efi 
that I have available for my worki 
hours. And I expect to remain actif 
a long while. 


It has been my happy experience 
work regularly at _ self-improvemé 
professionally in my clients’ interey 
I honestly feel that for most indij 
duals the proposed dual role agelq 
will stir up conflicts within the ag¢ 
But let that be! I would rather § 
our industry strive for more idea 
than for more legislation. We simp 
must not rely on laws to make usb 
ter; we must work at that, ourselv4 





Modern Woodmen Ups Age Limi 

Modern Woodmen has raised the 
limit for writing ordinary life from! 
to 65. The change became effect 
Aug. 21 in all states permitting 1 
ance of life insurance beyond age ™ 
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Changes In The Field 


State Mutual Life 


Richard S. Co- 
lonell, president of 
the Associate agen- 
cy at Baltimore 
since 1956, has 
been appointed to 
represent State 
Mutual and will be 
in charge of the 
company’s agency 
there. Edward J. 
Rutkowski Jr. has 
been named vice- 
president and gen- 
eral manager of 
the Associate agency, and Mr. Colonell 
will continue as president. Mr. Colonell 
has also been with United States Fidel- 
ity & Guarantee. 





Richard S$. Colonell 


Lincoln National 


James T. Johnson Jr. has been ap- 
pointed regional group manager at 
Dallas. For two years, he has been in 
asimilar capacity at Birmingham. 

Bobby G. Gibson has been named 
supervisor of the King agency at 
Charlotte, N. C. In the business since 
1955, he joined Lincoln National last 
September as an agent. 


United States Life 


William WwW. 
Crouse Jr. has been 
appointed manager 
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at East Orange, 
N. J., where he has 
been general agent 
of Fidelity Mutual 
Life since 1956. He 
entered the life 
business in 1952 as 
an agent with the 
Scott agency of 
Penn Mutual Life 
at New York, and 
was later named 
the agency’s director of sales and new 
organization for New Jersey. 





William W. Crouse Jr. 


Bankers Life & Casualty 


The aviation and special risk divi- 
sion has appointed Alfred H. Smith 


western regional manager at Los Ange- 
les and Eugene D. Mitchell southwest- 
ern regional manager at Dallas. Mr. 
Smith has been with the division since 
1955. Mr. Mitchell has a background of 
10 years in underwriting and sales. 


Massachusetts Mutual 


David G. Dembicer has been ap- 
pointed supervisor of the Clark agency 
at San Diego. In the business three 
years, he joined Massachusetts Mutual 
in July. 

Lawrence E. Hetrick has been 
named district manager at McKees- 
port, Pa. He has been in the insur- 
ance business since 1955. 


General American 


Clell E. Bain has 
been promoted to 
director of agencies 
for Illinois, Iowa, 
Kansas and Ne- 
braska. He joined 
the company in 
1944 as supervisor 
of agencies in Mis- 
souri and in 1954, 
he was appointed 
supervisor of agen- 
cies in Iowa. 





Clell E. B in 53 


Franklin Life 


William M. Gilliam has been ap- 
pointed district manager at Fayette- 
ville, N.C. Before joining Franklin, he 
was regional manager of All-Ameri- 
can Life of Louisiana. He has also 
been in insurance in Europe and 
North Africa. 


Life Of Virginia 


Thomas S. Mattox, regional direc- 
tor of agencies since 1958, has re- 
quested a managerial position to gain 
further field experience and has been 
appointed district manager at Atlanta 
to succeed Charles M. Fife, who takes 
over Mr. Mattox’s home office post. 
Mr. Mattox has also been associate 


LIFE INSURANCE EDITION 





Thanks to 


a MUTUAL FUND... 


Standard Life’s salesmen 





are enjoying new successes— 


@ record shattering life sales—the first six months of 
1959 highest ever! 


@ average size life policy at record high—up 15% over 
previous year! 


@ term insurance sales at new low, with permanent insur- 
ance plans leading all other forms of policies! 


@ salesmen getting more interviews per calls than ever 
before! 


@ salesmen’s commission earnings UP! 


Yes, Standard Life's pioneering of its R.E.A.P. (Retirement Equity Accumula- 
tion Program), which entails the use of a mutual fund, is paying off—for 
both the man-in-the-field and the Company. Who is better qualified to 
advise a client on his personal financial program than the well-trained 
life insurance agent? With R.E.A.P. the salesman is completely equipped to 
design a balanced program to meet today's economic condition. 


Learn how you can be modern by writing me—immediately. 


A. g. Noel, Agency Vice - President 


LIFE INSURANCE GENERAL AGENCIES OPEN IN Arizona « California « Colorado « Connecticut « Delaware « Florida « Georgia 
Illinois ¢ Indiana e Kentucky « Louisiana « Maine « Maryland « Massachusetts « Michigan « Missouri e New Hampshire » New 
Mexico ¢ Ohio « Oklah oP ylvania e T e Utah « Virginia ¢ West Virginia « District of Columbia ¢ Hawaii 


Slandard Life Unsurance 


OF INDIANA 
INDIANAPOLIS 














Tax Management's 





NOW AVAILABLE 


LIFE INSURANCE INCOME TAX PORTFOLIO 


If you are responsible for the preparation of income tax returns 
for a life insurance company for 1958 and subsequent years, -you 
will find this Portfolio very useful in effecting the most advantage- 
ous policies. 

The Portfolio was prepared by John M. Sullivan and Leonard L. 
Silverstein, in consultation with the tax administrators of three 
major life insurance companies. Mr. Sullivan was formerly on the 
staff of the Chief Counsel, Internal Revenue Service, and Mr. Sil- 
verstein—now Editor-in-Chief of Tax Management, Inc.—was 
formerly on the staff of the Tax Legislative Counsel, Treasury De- 
partment. Both are actively engaged in tax law practice in Wash- 
ington, D. C. 


What you get... 











An incisive analysis 
treating the new statute 
in all its ramifications, 
with a complete set of 
worksheets for putting 
the best tax program 


into effect! 


A complete analysis of the new Life Insurance Company Income Tax 
Act of 1959, with particular emphasis on the specific steps that must 
be taken to meet the problems created by the new legislation; 

V WORKING PAPERS .. . a complete set of worksheets, keyed to the 
provisions of the new statute, which provide valuable “‘what-to-do” 
guidance to the tax executive, lawyer, and accountant, and facilitate 
giving instructions to accounting sales, and other departments. They 
include graphic descriptions of problems, computation worksheets, 
accounting entries, prototype forms, tax return forms, and similar 
materials; 

V The Senate Finance Committee Report; 


The House-Senate Conference Report; and 
V Full text of the new statute. 


ORDER NOW... 
on 10 Days’ Approval 


The Bureau of National Affairs, Inc. 
1231 24th Street, N. W. 
Washington 7, D. C. 


Please send immediately your LIFE 
INSURANCE COMPANY INCOME 
TAX PORTFOLIO. I understand that I 
may return all material at your expense 
within 10 days if not satisfied. Otherwise 
you may bill me at the rate of $45 per 
Portfolio.* [Please indicate below the 


number of Portfolios you require.] 
* Add Sales Tax where applicable. 


Number of Portfolios desired 
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HieNATIONAL UNDERWRITER 


WE SAID IT... 
AND WE’RE GLAD! 


N WAS: 


THE QUESTIO 


IS IT GOOD BUSINESS TO 
WINK AT ‘“*POOR” BUSINESS? 


Our company’s renewal ratio is above average. But 
as in all companies, there are always a few agents 
who tend to sacrifice quality for volume. 


A lapsed policy is not only an economic waste; it 
is also a “black eye” for the agent, the company, 
and the institution of life insurance. 


So, rather than just talk about “quality” ... we've 
decided to do something about it. And here’s how: 


(1) Establish a minimum renewal ratio for all com- 
pany honors and bonuses. 
Provide our agents with up-to-the-minute tools 
for “pre-judging” a prospect's ability to main- 
tain his insurance. 
Offer sympathetic help to agents whose re- 
newal ratios have a tendency to be low. 
Terminate the contracts of those who habitually 
submit “poor” business, and demonstrate no 
willingness to improve. 


This series of advertisements first appeared in 1947. Since 
then, we've grown from $% billion to $2% billion in force. 
Our philosophy has not changed . . . our size has quintupled. 
We like to think these and other basic beliefs had some- 
thing to do with it. 


CALIFORNIA-WESTERN STATES LIFE 
INSURANCE COMPANY 


HOME OFFICE: SACRAMENTO 











Imaginative new uses of steel have brought 
this basic metal into the home in the form of 
furniture, tableware, and decorative accessories. 
Meanwhile, consumption of steel in 
manufacturing, shipbuilding, and 
construction continues at an unprecedented rate. 
Steelmaking capacity in the South has been 
increased 70% during the past decade... 
twice the national rate of increase. 


Sarton LIF INSURANCE 


ES’ on GEORGIA 


SERVING THIS FAST-GROWING 
REGION SINCE 1891 





manager at Norfolk and field training 
supervisor and manager at Bristol, Va. 

George E. Ayers has been appointed 
district manager at Augusta to suc- 
ceed the late W. E. Hentz. Mr. Ayers 
joined Life of Virginia in 1939 at 
Winston-Salem, where he was ad- 
vanced to associate manager in 1940. 
Since then, he has been manager at 
Covington, Va., Martinville and Dan- 
ville. 


Connecticut Mutual Life 


Thomas G. 
Reading has been 
appointed general 
agent of the newly 
opened agency at 
Akron. He has 
been manager for 
northeastern Ohio 
for New England 
Life. 





Thomas G. Reading 


Prudential 
Robert Buchanan has been appointed 
manager at Lansing, Mich. He joined 
the company in 1951 and has been 
divisior, manager at Lincoln, Neb. 


Provident Mutual Life 
Charles A. Pearson has been ap- 
pointed regional manager of the Pitts- 
burgh group office. 


Postal Life 
Charles E. and Anthony F. Hodlof- 
ski have been appointed general 
agents at Philadelphia. Charles E. en- 





Charles E. Hodlofski 


Anthony F. Hodlofski 


tered the life business with Pruden- 
tial and recently has been general 
agent of Fidelity Interstate Life. 
Anthony was in the public accounting 
field before joining his brother to 
form the Hodlofski agency. 


Great National 
Will Sutton has been named man- 
ager of the new agency at El Paso. 
He was manager of the north Texas 
area during the past year, and prior 
to that he was an agency field assist- 
ant. 


Indianapolis Life 
Jean Rolland and Vernon L. Hanson 
have been appointed general agents 
at Eau Claire, Wis., and Mankato, 
Minn., respectively. Both have been 
in life sales since 1954. 


American Travelers Life 
Public Service Agency of Los Ange- 
les has been appointed to represent 
the company on the Pacific Coast. 
Harold J. Schnitzer, president of the 
managing agency, has a_ financial, 
construction and business background. 
Executive Vice-president Ray B. 
Wiser has been with State Farm, Cal- 
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Farm Life, and Northwestern Mutu 
Ins. Co. Neil Flenner, vice-presiden; bia. 


and agency director, has been agen, been 
vice-president of Civil Service Ep. burg! 
ployees. From 

Bank 


Occidental Of California 


Charles A. Egan has been appointe 
general agent at Windsor, Ont. He hag 
been assistant manager at Toront 
since 1957, and since 1958 has also 
been agency secretary for Canada 
Succeeding him as assistant Manager 
at Toronto is Eugene G. L. Rose, who 
has been with Occidental since 195 
New agency secretary for Canada js 
Frank Santangeli, formerly with Ey. 
celsior Life in Toronto. 

Harold C. McCarrick has been ap- 
pointed assistant manager at Grand 
Rapids. He has been with Prudentig] 
at Grand Rapids for 13 years. 





General American 


Ewing C. Bashor has been appointed No 
district group manager at Pittsburgh 
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Maryland and the District of Colum- 
bia. For the past two years he has 


peen regional group manager at Pitts- 
purgh for Provident Mutual Life. 
From 1954 to 1957, he was with 


Bankers Life of Iowa. 


Union Central 

Frederic C. Hir- 
ons, 2nd vice-pres- 
ident, has resigned 
that position in 
order to return to 
personal  produc- 
tion. He will be- 
come assistant 
manager of the 
Benson agency, the 
company’s home 
office agency. Mr. 
Hirons joined Un- 
ion Central in 1950 
as an agent and in 
1956 he became 2nd vice-president of 
the home office agency department. 





Frederic C. Hirons 


North American Of Chicago 


A. Murray Brown has been ap- 
pointed regional agency superintend- 
ent for Colorado with headquarters at 
Denver. He entered the life business 
with Equitable Society in 1956, be- 
coming a field assistant, and in 1956, 
he joined the home office agency de- 
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partment of Old Republic Life. 


Pacific Mutual 


Lonnie J. Heying has been ap- 
pointed manager of a new agency at 
Phoenix. He has been assistant man- 
ager at Dallas. 


Valley Forge Life 


Henry W. Haas has been named 
brokerage supervisor at East Orange, 
NJ. He has been a district manager 
of State Farm at Scotch Plains and 
before that was with Allstate at Liv- 
ingston and Colonial Life at East 
Orange as an agent. 


Mutual Trust Life 


Stanley E. Meininger has been ap- 
pointed general agent at Pittsburgh. 
He was with Acacia Mutual for four 
years and United L.&A. for one year. 


American United 


William F. Anderson and Hugo P. 
Hall have been appointed managers 
at Normal, Ill., and Grand Rapids, 
respectively. Mr. Anderson has been 
in the business six years and Mr. 
Hall seven years. 


American Bankers Of Fla. 


Gene L. Ricci has been appointed 
general agent at Pittsburgh, where 
he has been assistant manager of 
Guardian Life. He entered the life 
business in 1950. 


Occidental Of Raleigh 


Carl Peterson Jr. has been named 
district manager at Macon, Ga. 


AMERICAN INVESTMENT LIFE 
has appointed William R. McCowan 
supervisor for Kentucky with head- 
quarters at Anchorage. He has been 


Tegional supervisor for Indiana and 


Kentucky of Illinois Mutual and be- 


‘fore that was with Prudential. 











‘Sentative at Pittsburgh. 


ql BENEFIT ASSN. OF RAILWAY 
|) EMPLOYEES has appointed James M. 
Nelson, former home office group sales 


Supervisor, as regional group repre- 


LIFE INSURANCE EDITION 


Form Firm To Advise 


Insurers On Mergers 


NEW YORK—Michael K. Michaels 
has formed Corporate Development 
Group-Insurance Company Division, 
at 580 Fifth Avenue here, to provide 
services that will simplify and assist 
mergers or acquisitions of insurers— 
fire, casualty, life and A&S. Mr. Mi- 
chaels, who started here in the ad- 
vertising business, has served as a 
consultant to insurers on marketing 
and financial matters. For a time he 
was general agent of Northeastern 
Life in the metropolitan area. 


Services Offered 


The new firm offers to insurers the 
services of consultants and advisers 
in financing, underwriting of stock is- 
sues, actuarial work, company ad- 
ministration, taxes, internal systems 
and procedures, auditing, agency man- 
agement, new product development, 
marketing, public relations, and sales 
training and recruiting. 


Vernon G. Taggatz of Eau Claire, 
Wis., has been named most outstanding 
agent of Aid Association for Lutherans. 





You Can’t Buy This... if 








Money is important, we can’t live without it—but it 


1 











can't buy everything. Try to buy prestige with it. By 
through years of service to clients. 
Federal Life has built a name through the years e ' 
ICE. Operating for 60 years, Federal Life has become 
known as a leader in the field of Life, Accident and 
Federal Life is a personal company which takes pride in its dealings with its 
agents and its policyholders. Federal is the type of company which would make any 
If you are interested in becoming part of a progressive company which is 
undertaking a giant new agency expansion program—write: Emery Huff, Agency 


prestige, we mean a good name which is built up 
which is synonomous with POLICYHOLDER SERV- 
Health Insurance. 

man proud to be associated with it. 

Vice-President for details. 


FEDERAL LIFE INSURANCE CO. 


6100 N. Cicero Avenue 
Chicago 46, Illinois 





























His Hlorizon... 


WRITE IN CONFIDENCE TO... 


Floor the Successful A&S Producer 
- Who Wants to... 











Provident offers an unlimited horizon to the ambitious, 


experienced A&S agent who wants his own agency. 


You are invited to take a look at the company which 
has the widest line of individual A&S coverages any- 


where, and an agency contract second to none. 


We have some territories open with great possibilities. 


Take A Look At Provident — Take A Look At A 


Greater Future For Yourself. 





PROVIDENT LIFE e ACCIDENT e SICKNESS 


LIFE AND ACCIDENT 


Geswrance 


ieee elle Ciiasie <, 10k lckteeie , 


HOSPITAL ® SURGICAL © MEDICAL 

















HOME OFFICE 


Aetna Life 
Aetna Life, Walter J. Kyle, 
of agency training since 
1952, has been appointed manager, 
business insurance sales; David S. 
Reed, who has been with Aetna since 
1953, has been named assistant ac- 
tuary, and Douglas J. Alspaugh, life 
advertising manager since 1959, be- 


In 
supervisor 


Lift Me Up 


Higher, 
Charlie... 


... the doorway to 
opportunity gets 
bigger every day!” 


HieNATIONAL UNDERWRITER 


comes assistant director, advertising 
department. Mr. Kyle joined the com- 
pany at Reading, Pa., in 1937 and has 
also been supervisor at Rochester, 
N.Y. Mr. Reed is a fellow of Society 
of Actuaries. Mr. Alspaugh joined 
Aetna Life in 1953. 

In Aetna Life, Aetna Casualty & 
Surety and Standard Fire, James F. 
Goyette, superintendent of the infor- 
mation and education department’s 
education division, and H. Cranston 
Lawton, head of the news bureau and 
superintendent of the information di- 


vision, have been appointed assistant 
managers, information and education 
department. Messrs. Goyette and 
Lawton joined the companies in 1949. 


Equitable Of lowa 


F. W. Capper has been promoted 
to personnel director, H. A. Imus to 
planning secretary and K. R. Wright 
to assistant superintendent of bonds. 
Mr. Capper joined the company in 
1942 and has been assistant personnel 
director since 1953. Planning super- 


The only way to Grow 


...is GO 


FIRST SIX MONTHS 


1958 


1959 


New Life Insurance Issued 


$ 297,778,522.00 X& 
\ 


$ 419,520,460.00 


Increase of Life Insurance 


in Force 
1958 


$ 149,956,146.00 


1959 
$ 225,055,503.00 


Total Life Insurance in 


Force 
1958 


$1,731,497,355.00 


1959 
$2,177,971,016.00 


Accident & Sickness 


Premium Income 


1958 
$  5,698,686.45 


1959 
$ —7,031,318.10 


REPUBLIC NATIONAL LIFE insurance company « vatias, texas 


SICKNESS 
FRAN 


ACCIDENT 
PENSION 


LIFE 
GROUP 


MEDICAL AND SURGICAL REIMBURSEMENT 
COMPLETE REINSURANCE FACILITIES 


CHISE BROKERAGE 


HOSPITALIZATION 
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visor since 1958, Mr. Imus joing 
Equitable of Iowa in 1949. Mr. Wrigy 
went with the company in 1950 aw 
was appointed security analyst 
1958. 


general manager of Hubbell Rea 
Co. of Des Moines, has been elects! 
a trustee. 5 


Praetorian Mutual 


a 

M. Dan Siler hae 
joined the comps. 
ny as director gf 
sales. a 


M. Dan Siler 


Mutual Of New York 


Named to the home office for mans 
agerial training are: 
Howard G. Milford, who joined M 
tual at Cleveland in 1952 and } 
been assistant manager there sir 
Ray G. Forman, who came 
the company in 1957 as assistant 
ager at Boise and before that was wi 
New York Life for eight years. 8 
John A. Zeyak Jr., assistant mans 
ager at Albany since 1957. He hap 
been with Mutual since 1955. 2 
Martin P. Bleiman, former assistanf 
manager of Prudential at Flushing 
N.Y. He entered the life business ig 
1955. “ 
Appointed assistant controller 
succeed Russell Wetmore, who hag 
been promoted to controller, is Jobi) 
W. Knittle, director of special pro 
jects. He has also been planning as 
sistant, analyst for the procedure 
survey study and assistant directa 
of planning. 9 
David Kass, former staff actuarial 
assistant, is promoted to assistant ag 


tuary, group department. He joined) 
Mutual in 1952 as an actuarial train J 


and recently became a fellow of 
ciety of Actuaries. 4 

Dr. Charles Spaulding, medic 
consultant for the policy paymen 
division, is appointed assistant medk 
cal director. He has been with 
company since 1953. 


Pacific Mutual 


Robert H. Blaney has _ been 
pointed supervisor of agency office a¢ 
counts, and Darrell Wagoner trainil 
assistant in the agency department 
Mr. Blaney joined the company # 
1958 and became agency accountal 
last March. Mr. Wagoner went wit 
Pacific Mutual in 1957 as a manag’ 
ment trainee. E 


Prudential 
Peter M. Baird Jr., advertising all 
sales promotion manager, has bee 
promoted to public relations and 
vertising manager at the Chicago 
gional home office. He joined 


company at the Newark home office m4 


1947 and was transferred to Chicag? 
in 1957. 


W.O.W., Omaha 


Miss Lucy Foraker has been name i 


national women’s activities di 


She has been with the fraternal sine 


1938 and has served as fraternal oF 
ganizer since 1957. 


Simpson P. Smith, president nil 


| 
| 















difference.... 


,. tO survive, 
to succeed, to excel, 
we must be different...” 


G. ALBERT LAWTON 
President & Director 
ey-rel gel fom tal -taarelivensel 
Life Insurance Company 





ATi 


een ap 
office ace 

















eadershi 


STANDING RIGHT TO LEFT 


JOSEPH A. WILBER, M. D. 
PyCreitaclm ®a-vacelg 


SEATED RIGHT TO LEFT 
JOE H. CHILDRESS 


Regional Director of Agencies 
NOT PICTURED 


DAVID G. WILSON 
Agency Secretary 





RICHARD A. HURD 
Assistant Vice President 


WYLIE CRAIG 
Vice President & Director 








EARL R. ORMSBEE, JR. 
Superintendent of Agencies 


MORTIMER R. SAMS, III 
Underwriter 





KEITH SKELLEY 
Superintendent of Agencies 


JAMES C. H. ANDERSON 
Vice President & Director 








t 
. 
¢ 
— 
ARTHUR C. HUE 


Secretary-Treasv 


JOHN E. BAILEY 
Superintendent 0! 


These men represent an aggregate of 170 years of activity in the life insurance field. It is significant that with this important foundation of experience 


of Georgia International’s top management is 40, and average years in the life insurance business 13. 








>rienceé 


imagination... 


UNIQUE POLICY FEATURES 


3% interest guaranteed on contractual premium 
deposit privilege. 

Indebtedness insurance privilege — term insurance 
may be purchased to cover full amount of policy 
loan. No evidence of insurability required to cover 
indebtedness for automatic premium loans. 


Reduced interest rates on policy loans in excess of 
$1,000. 


One year incontestability clause. 
One year suicide clause. 


40 day grace period on defaulted premiums — insur- 
ance remains in full force without charge or penalty. 


20 day contractual late payment offer without pen- 
alty or evidence of insurability. 


LEADERSHIP POLICY FEATURES 


Guaranteed insurability benefit offers optional 
amounts up to $10,000 per option date regardless 
of size of basic policy (total $50,000). 


Guaranteed insurability benefit includes premium 
refund on exercise of options. 


Disability income for females. 


Reduced rates on all plans for females with no re- 
duction in cash values. 


Four month waiting period for disability income and 
waiver of premium benefits. 


No exclusions for waiver of premium benefits. 
No exclusions for disability income benefit. 
Unrestricted definition of disability. 


Disability coverage for males and females to age 
60 with income to age 65. 


Monthly income disability attachable to all policies 
including term and family income policies. 


Accidental death benefit contains only two restric- 
tions — war and flying as pilot or member of a crew. 


Accidental death benefit covers death by accident 
not by accidental means. 


Family income benefit may be attached to term 
insurance. 


Term benefits may be attached without restriction 
of size of basic policy. 


Ownership policy form. 


Contractual right to transfer or change options as 
proceeds are being paid. 


Settlement options on flexible election basis with 3% 
interest guaranteed. 


Proceeds may be allowed to accumulate at com- 
pound interest for 10 years. 


Common disaster provision automatically included. 


Policy provisions qualify proceeds for marital 
deduction. 


Spendthrift provision automatically included. 


Contractual policy change clause. 


Automatic interest paid if settlement payment de- 
layed beyond 30 days from contractual termination 
date. 


Privilege to apply auxiliary funds under settlement 
options. 


Deferred maturity privilege of 10 years on Endow- 
ment and Retirement Income plans. 

















Protection, security, and peace of mind for the buyer are the traditional, 
basic products of all sound life insurance companies. But today’s social and eco- 
nomic forces demand that life insurance companies expand their purpose beyond 
the requirements of the individual buyer; alert companies will strive to meet the 


financial needs of the entire community. 


Georgia International is dedicated to this new concept of increased company 


responsibility. To achieve this enlarged goal, we must be different! 


With an initial capitalization of $8,000,000 Georgia International is already 
a capital generating force supplying business and industry with funds for growth 
and contributing substantially to the economic progress of the Southeast. Only 
by adopting new ideas, methods, products and practices can we maintain and 
enhance this position and discharge our obligation to the public as a whole. 


These things we propose to do! 


Yes, there is a difference. 


GEORGIA INTERNATIONAL LIFE INSURANCE COMPANY 


Hurt Building « Atlanta, Georgia 
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can begin criticizing the other fellow better than he possesses and there are 


Continental-National Chief Executive makes it a lot easier. too many of us that are conceited and 


“I heard Bishop Sheen say on TV egotistical enough to feel that we 


Tells His Personal, Business Philosophy one night: To be at peace, you must have everything that we need—not 


money—but we are perfect. 


Roy Tuchbreiter, chairman of Con- that he did not have a marketable se- be at war with yourself. This im- 
tinental-National group, introducing curity because we would not want it in pressed me because I think 7 have “T’d also call to your attention that 
himself as a “battle-scarred” veteran our portfolio of young men. been at war with myself ever since I most men in the insurance business 
of 44 years, broke all of his rules in “Now, if you want to be construc- started as a young man in this busi- are overpaid for a longer period than 

they were underpaid. That’s true. I 


a talk he delivered at the Continental tive with a group of young men—and _ ness. I am always hungry for helpful 
Assurance Pyramid Club meeting in if you would like to state what is facts and information. I want to say want to warn them that if they are 
Chicago. He read from a piece of paper. wrong with the average young man— to the young man that one of the ever to become top executives one of 
It turned out to be an expression of you’ve got to start off by admitting greatest gifts that anyone can be born the first things they must learn is: 
Mr. Tuchbreiter’s personal and busi- honestly that there is something wrong with is the power of observation but Have the courage to correct their own 
ness philosophy. with yourself, that you are not per- observation doesn’t do anyone any mistakes. In emphasizing this I hold 


He said: “The caption of this is ‘Ad- fect, criticizing yourself before you good unless he looks for something (CONTINUED ON PAGE 26) 





yice to young men: Don’t Stop at 98%.’ 
Since the insurance business deals 
with intangibles, it might be termed 
an emotional business, with people the 
most important factors. 

“tT myself, have always had a keen 
interest in people. I have never rep- 
resented myself to be a technician but 
have spent practically all of my life 
dealing with human equations, human 
emotions, and human values. 

Majority 98% Men 

“A good many years ago I had a 
desire to write a book entitled ‘The 
98’ I chose the title because I felt 
that the majority of men in business 
today are just 98% men. A man mak- 
ing $15,000 a year would be worth 
$25,000 a year if he had the other 2%. 
Most men, I think, possess certain 
natural talents which I call gifts from 
heaven but in many, many instances 
they do nothing about the 2% they 
are lacking. In other words, they were 
born with distrust; they do not like 
people, and have no desire, for exam- 
ple, to look attractive by dressing 
neatly and are unwilling to pay the 
price of putting in that extra effort to 
make them 100%. 

“When I was active in engaging 
young men I would philosophize with 
them and try to give them a little basic 
advice; telling them, telling a young 
man when he started working for us 
that he would be a corporation working 
for a corporation, the only difference 
between us being that we were pay- 
ing all of his expenses; tell him that he 
owned all of the stock in himself, and 
if he felt his stock was worth $5 a 
share he would have every opportunity 
with us to enhance its value. If he 








7 = Se below per, he would find Future sales opportunities are a built-in _ face value of the basic policy or $10,000 if the 

Warns Wash. Residents feature of State Mutual’s Guaranteed Insur- face amount is greater. For the “under 25” 

On Benevolent Societies ability . . . the Rider which guarantees group, this means six option dates. It is thus 
OLYMPIA, WASH.—Commissioner the policyholder the right to purchase addi- possible to add as much as $10,000 at each 

Sullivan h ; bate ‘ : 

ee tee tional amounts of life insurance in the option period for total extra sales of $60,000. 

have been selling memberships in future, without evidence of insurability and 

their organizations to elderly people i iS j i 

in the southern part of Washington. at standard rates. Rider is ideally suited to the young market 
These societies collect a _member- — young doctors, interns, college seniors 

ship fee up to $40, telling purchasers y 8 ; vis : ” S at 

Be ther will be entitled to a $300 Every three years, from ages 25 through young executives, juveniles. Here’s a practical 
sability benefit ; : : : 

benefit. ” The pate m, oo 40, the policyholder has a guaranteed option up-to-the-minute idea to help you sell, today, 

said, are to be paid by future extra to buy an additional amount equal to the and grow along with this market tomorrow. 


assessments against the members of 
the society rather than from the initial 
40 fee. A dozen of the organizations 


Operating in Oregon and some of Mail coupon today for full informa- STATE MUTUAL LIFE ASSURANCE COMPANY OF AMERICA 
: ahah sent their agents into south- tionon State Mutual's new Guaranteed SS 

“ ; 

shington. Insurability Rider. 


Please send me full information on your new 
client-building Guaranteed Insurability Rider. 


Mr. Sullivan said that all benefit 
Payments probably would be made on 
the assessment plan, but that “expe- 














tience has shown that with the passage 

a time these groups experience dif- STATE MUTUAL 

culty in meeting their obligations due 

the aging and death of many of LIFE ASSURANCE COMPANY Company 

€ members.” @ 

He: warned residents that these so- OF AMERICA ik 

deties are not licensed as insurance i ani detainee taeniinaeiuhen 

‘mpanies in Washington, and he sug- City State 












fested that the public investigate care- 
lully any solicitation. 
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. half of the current year, compared last. In contrast, catastrophes j ‘ . 
Sur vey Shows Decline I n Death R ate with 650 a year earlier, an increase ing other types of motor vehicles i Lis 
(CONTINUED FROM PAGE 2) of about 60%. The number of paralytic a substantially greater toll than NA 
long-term downward trend, estab- a somewhat higher mortality this year cases more than doubled, rising to year ago. Natural catastrophes shoas 
lished a new low of 5.8 per 100,000 than last. There were five deaths from 681 from 329 in the first half of 1958. little change. “i Ca 
policyholders in the first half of the the disease among Metropolitan indus- Mortality from the external causes Through June of this year the W: 
year. The death rate from the princi- trial policyholders in the first half of changed but little from the level of were two disasters in which 25 : tions 
pal communicable diseases of child- 1959—equivalent to a rate of 0.1 the year before in this insurance ex- more persons lost their lives, both ‘ NAL 
hood—measles, scarlet fever, whoop- per 100,000 industrial policyholders— perience. The accident death rate was them involving civil aviation : its 0 
ing cough, and diphtheria—likewise whereas none occurred in the same pe- slightly lower and so was homicide, Feb. 3, a scheduled plane plunged int State 
was at a record low, namely, 0.1 per riod of last year. but suicide increased fractionaliy. the East River in New York, causin|{ dents 
100,000, compared with 0.3 a year ago. In the general population of the The statistical bureau of Metropoli- 65 deaths. The second disaster qq will \ 
Acute poliomyelitis, while still a United States, 1,030 cases of polio- tan Life keeps a current record of curred on May 12 near Baltimore. dents 
very minor cause cf death, accounts for myelitis were reported in the first catastrophes—accidents in which five when a scheduled plane disintegrate; raisin 
or more persons are killed. The facts jn mid-air during a thunderstorn, Gos 
for the general population of the taking the lives of 31 persons. $505, ( 
United States, compiled from a variety — make 
of sources, are briefly summarized. General American Life Employes chang 
Killed 800 Persons Answer Appeal For Blood we 
Responding to an urgent appeal rp. 
In the first half of 1959, catastrophic sulting from an acute shortage of durins 
accidents killed nearly 800 persons, donor blood in the St. Louis are adelp! 
somewhat less than in the corre- employes of General American Lif Roster 
sponding months of 1958. The loss of gave 74 pints of blood when a Blog. 
life in military aviation decreased ap- mobile visited the home office. Ge, Fun 
preciably, reaching one of the lowest eral American employes participate j; A aes 
points for any comparable period in a an annual blood donorship progray asa 
decade. Bus accidents in which five each November. The emergency dona. sang 
or more persons were killed also took tions were in addition to the regula utua 
considerably fewer lives this year than program. aye 
e Area 
New ¥ 
New ¥ 
Summe 
City. 
Area 
efit Lif 
theran » 
McDon1 
Bismar¢ 
Englanc 
Finberg 
Area 
j can Life 
4 NEW HOME—ORLANDO, FLA. Area 
tial, Gre 
NEW COMPANY—PROTECTIVE LIFE 
NEW INCOME—$3,886 EARNED IN 3 MONTHS 
e A Bankerslifeman is our contact with the public. The impressio ! 
J. Edward MacEachon is a new resident of ee eee ae upon himeelf ene Commins il Alvi 
Orlando. Fla. He moved there in late 1958 e ore asi sompany ..- C 
with his wife and two sons. In the few months the entire insurance industry. He is truly the man who is “ou | 
since then the whole family has fallen in love si . IN 
with Florida living. e ileal 
Ed is also a new representative of Protective 
Life with the K. D. Cash Agency in Orlando. e ae " 
ee dclasl Meakaalioe. Rite alt Sk aaae an: This is why we carefully choose and thoroughly train ever 
perience in the life insurance field, and an ® Bankerslifeman. He is taught to take a professional view of hi 
impressive record of production with other well : : mica? | BOWLE 
Pie ha i cane companies. a" work—service becomes his watchword. He is given a thoroug | 
Eachon — his eine Ed joined Protective Life because it gave him knowledge of life insurance and its many uses so he may hav -” 
see the opportunity to live in Orlando, and because - : ; ; f EM 
resentatives of Pro- of his increased income earning potential. Since e oth the desire and the skill to give competent counsel anf} ricHyo) 
tective Life. the move, Ed has almost doubled his earnings. service. PORTLAN 
During the first three months, he earned’3,886.26 e 
in commissions. 
For Information _ The MacEachons are happy in Orlando. Ed e A Bankerslifeman knows he is “out in front” in another way- 
about Protective is happy in his association with Protective Life. pipne : f ‘ — 
Lite General Agen- The Company is pleased and proud to have Ed “ he knows his Company is one of the true pioneers in develop co 
cy opportunities, as a representative in the thriving Orlando new ideas to fat the changing needs of the public. He is proud t 
write Charles B. __ Vicinity. at eee 
Barksdale, Agency Whe jatiide luclss: tadatdk: Sor Uk Daan say he was the first to carry the now popular Guaranteed Pur fete 
Vice-President. and his family. chase Option and the Wife Protection Rider in his brief case. <ifeio 
@ ee 
PROTECTIVE LIFE : 
BANKERS COMPANY 
William J. Rushton My >) 9 
st Uf = Snserance Comfruny | DES MOINES, IOWA 
: < 3g } y e 
Serving the South t EE | PROTECTIVE LIFE BUILDING } Insi 
Since 1907 us BIRMINGHAM, ALABAMA 1332 S. Mich 
Te 
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hes i 4 : . Jr., Pilot Life, Hato Rey, Puerto Rico. 7 The program will also be made 
icles gt List Of Chairm en For Area VIII—W. R. Parsons, Pilot Mutual Benetit Donates available to employe groups, labor 
lL than , NALU Building F und Life, Norfolk, and John Hermansdor- Educational Grant To groups and other organizations inter- 
hes shows: : fer, Occidental of California, Hunting- - = ested in the problem. 

SNowej paign Completed ton, W. Va. Committee On Aging The entire series will take about 


WASHINGTON—AIl state associa- 


Area X—E. A. Collett, John Han- 


Mutual Benefit Life has awarded 


two years to complete and will feature 


SS have appointed chairmen for : ne a grant to the National Committee on . ‘ 

lich 25 qf tions iden wale Sali. Son cock, Providence; L. F. Higgins II, Se tthe: 06, tetadieanis thie. Sieh at o such subjects as physical and mental 
es, both of NALU’s ly i : buildi h Travelers, Bangor, Me., and J. P. “™ a P 7 os “ : ~~ S€- health, work and leisure time, housing 
iation, Qq}f its new meee as oe d rhs es. Burns, Berkshire Life, Worcester, ye os ei « rg re pt oho walk living arrangements, gradual re- 
lunged inti) State SEeerINCE: Ware HOMO NF PEE seas, € probiems of aging and retirement. tirement and self-employment. 

rk, causins{ dents of associations, and they, in turn, ‘=: The first program will emphasize bx 

isuena Ing will work with local association presi- the general problems of retirement Pp 1 A 

Baltimon dents on the as Papas of i fund- Great Eastern Offers Payor hr cose sing on — ostal Adds Guaranteed 

isi ‘ll -aising chairmen and committees. ‘i independence in later years. wi s9= . 

inden “Goal of the campaign is to raise Benefit For Married Women consist of a 30-minute film titled “The Insurability Rider 

S. $505,000 for the building—$400,000 to Great Eastern Life of Providence Later Years,” film strips, discussion Postal Life has added a guaran- 


make necessary 
changes; and $105,000 for furnishings 


inside and _ outside 


has introduced the payor benefit for 


guides and other literature designed to 


give a comprehensive audio-visual 


teed insurability rider to its portfolio. 
The rider, issued at ages 0 to 37 in- 


% married women. The etxra premium ; : . : 

7 and equipment. .. depends on the age of the aia and Presentation of the subject. The film clusive, may be added to any new life 
The national campaign will begin the age of the husband when the poli- will be produced by Dynamic Films, or endowment policy maturing after 

appeal r. Inc. of New York. age 40. 





hortage oi 





during the NALU convention in Phil- 
adelphia, Sept. 20-25. 


cy is issued. It is payable for 15 years 
from policy issue date or to death, 























When the first educational program 


The rider guarantees insured the 






























































ouls area te leted, probabl time in option t hase additional insur- 
ee : n disability, turity or expiry of the iS completed, probably sometime in option to purchase additional insur 
rican Life Roster Of av “aaa pe Pe pA r aneaeras is the the fall, it will be distributed to 1,500 ance at standard rates, without evi- 
ps Blood. Fund-raising chairmen not previous- panne ° industrial organizations and publicly dence of insurability, on specified fu- 
a ly announced are: , : It provides that premiums on the Shown after President Eisenhower’s ture dates in amounts equal to the 
rticipate inf “ srea I—G. V. Ricks, Beneficial Life, wana a see for a spe- White House conference on aging in face value of the policy but not ex- 
P Program Boise, Ida.; A. J. Rogers, Pioneer Mu- cified nag the event of the death 1960. Bruce Palmer, president of Mu- ceeding $10,000. Insured is given the 
ency dona. ytual Life, Worland, Wyo., and T. A. ae ae d if eith tual Benefit, is a member of the con- option to buy at ages 25, 28, 31, 34, 
the regula ink, Midland National Life, Anchor- oF Cons OF te mate sain se ference advisory committee 37, and 40 
a Al ka : occurs within the premium-paying ‘© e ’ . ’ . 
it “-— G. Snyder Mutual of period. Should either event occur, the |—-— ; —— —= 
EF Neecued) : : i ll premiums falling 
New York, Reno; Rulon Rasmussen, CO™Pany walves a > . . 
iew York Life, Phoenix, and C. J. due from the date of death or dis- | Being Agent Minded 
Summerhays, Beneficial Life, Salt Lake ability Up to the sepraubpeivesaid 
City pie policy but not for gp 7 
, ® _ subsequent anniversaries. similar Cc | ¢ 
Py ii af yep onamess 7 benefit is also available for death ROWN IF E OF ANADA 
theran Brotherhood, Sioux Falls; F. A. — ee en 
McDonna, Guarantee Mutual Life, |The company says it knows of n gives agents, brokers and surplus writers 
Bismarck, N. D.; F. E. Brennan, New other insurer offering this benefit. It 
ingland Life, Kansas City, and Z. W. 2/S0 offers the usual payor benefit on more features ...more facts... 
finberg, Great-West Life, St. Paul. children’s policies. that make ‘‘Life’’ a good living ! 
Area VI—Ralph Hester, Pan-Ameri- > 
can Life, Jackson, Miss. North American Life of Chicago 
Area VII—H. B. Carpenter, Pruden- sales in August increased 9% over 
tial, Greenville, S. C., and R. L. Forbes August, 1958. 1. CROWN LIFE .. is a stock and policyholder 
company ... controlled by both 
nt shareholders and policyholders on the 
ACTL ARIES B Board of Directors with... 
a full line of both participating plans and 
non-participating plans to suit every 
ssi0l . . : eax budget. 
mpresll’ Alvin Borchardt & Company Haight, Davis & Haight, Inc. nee every budge 
LY ws an¢ CONSULTING ACTUARIES Consulting Actuaries ; ; . : 7 
— — AND — Deiantiliiniinslinlasiiiaan 2. CROWN LIFE ... is an independent company without interlocking 
INSURANCE ACCOUNTANTS 2801 North Meridian St. 5002 Dodge St. directors, without subsidiaries, 
Detroit Atlanta Indianapolis 8, Ind. Omaha 32, Neb. without affiliates in either other life 
companies, general companies or 
Mutual fund organizations ... giving you 
same. E. P. HIGGINS & CO. neither handicaps ise nears deals." 
iew of his : Free competition without interference 
(Frank M. Speakman Associates) 
BOWLES, ANDREWS & TOWNE, Inc. seein om from parent companies. 
thoroug ACTUARIES Consulting Actuaries Bourse Building 
re MANAGEMENT CONSULTANTS Accountants Phila. 6, Penna. 
may LIFE—FIRE—CASUALTY 5 oye 
EMPLOYEE BENEFIT PLANS 3. CROWN LIFE... follows modern underwriting 
ansel andl) RICHMOND ATLANTA NEW YORK practices, modern P/S rates with a 
a — — RINTYE, STRIBLING policy base system. International 
& ASSOCIATES advantages give Crown Life the 
Consulting Aptana Accountants relatively low home office overhead and 
ension Consultants 2 * : ae 
rer way- William-Oliver Bldg. Atlanta wide profitable investment opportunities 
eleal JAckson 3-7771 which make possible its noted low cost, 
pveto™|| COATES, HERFURTH & 
, high return plans. 
proud ENGLAND 
teed Pur sen Pe ONSULTING ACTUARIES Irwin Solomon & Ca. Now, more than j ee ee rE 
: n Francisco Denver —— Los Angeles TO BROKERAGE DEVELOPMENT DEPT. 
i? Consulting Actuaries ever before... CROWN LIFE INSURANCE COMPANY ! 
Management Consultants Wh p 1 120 Blece $2, East: Foroue, Coned 
342 Madison Avenue en it’s new r of. East, toronto, Canada 
Re: Seek 2h HY, ; : Please send me the Brokerage Life Kit, including your | 
ANY in town full P/S Rate Book. | 
Ses | 
CHASE CONOVER & co. HARRY S. TRESSEL & ASSOCIATES re | comes | Coy ee et ne ee | 
. Consulting Actuaries Consulting Actuaries f | | 
rom Address 
! oe Insurance—Pensions Chr ccrccecedsveadeceuasedestedosceaceceeeccctoseccce | 
nsurance Accountants 10 South La Salle Street 
332 S. Michigan Ave. Chicago 4, I. Chicago 3, Illinois CROWN Bi RBnwersnrerrasensunatens LONG ics 005.0: Stl@ics civcsves; | 
' Telephone WAbash 2-3575 ‘ FRanklin 2-4020 ct hea il cl ic anc a i ale he oe 




















22 HteNATIONAL UNDERWRITER September 12, 194/ 5 


ably addresses questions about life t, to 


Overman Traces Marketing Trends, Predicts One-Stop Selling his property~casualty. agen‘ and ya 


versa, and it generally comes as ; 


me Pacsecinparneg —s au i jection of the se tg shopping idea ilies with complicated and _ technical surprise when he is told that his qu ‘ nie 
re e financially sounder. in other fields, Mr. Overman said. It insurance problems, insurance spe- tion cannot be answered e ’ ar 

The agent handling life will have a will be far more convenient for an cialists are essential to do a profes- the agent in the other fiel ee. an 
built-in clientele of prospects from individual to place all of his insur- sional job. been a source of unus : This ba fyi 
his property-casualty insured. More- ance with one competent agent. He Since consumer research studies re- to the average buyer po ge Confusion ] 
over, he’ll have a natural entree to will have greater assurance that he veal that the average buyer of insur- The pattern of vdeo’ o ba al 
discuss life with present clients. The will have an improved, over-all pro- ance is not aware of the distinct sep- likely to change rece 7 aying is tio 
normal resistance which many life gram, since one agent will be in a aration of life agents and property- sult of hire budget + ote ede nes 
agents meet will be lessened. better position to integrate the cover- casualty agents, the new all lines in- ing payments for life as well as gat of 


The adoption of life selling by prop- age. This is true with respect to the surance man will not need to be “sold” }; indivi i 
ress ae agri 2 : n re lines. The individual’s insur wa 
erty-casualty agents is merely a pro- average buyer. For high-income fam- to the client. The typical buyer invari- gram will be tied down to one 4a dlil 
and also one company, Mr. Overma, wit 
believes. This development will likey} SU” 


reduce the number of companies Tep. mis 
resented by an agent—since each com.J ©” 
pany in the agency will afford com. of | 


plete insurance service. by 


More Significant Reason O 
There is another and perhaps mo,} 2° 
significant reason for fewer companig} — fiX¢ 


in an agency, he continued. In th 2b 
intensified drive to compete price. A& 
wise with specialty companies an post 





Wakefern Food Corporation of Elizabeth, New Jersey other deviating companies, tremen.} ‘tia 
discovered this when it switched to Nationwide. dous clerical and administrative p} '§ | 
Wakefern represents 76 cooperatively owned forms will be absolutely essential. Thy 19%) 

A : : will expedite company developmey} 4°? 

Shop Rite Super Markets. As in any firm...publicly and handling of continuous polici«|  iSU 
held or privately owned...Wakefern’s management machine-billing, machine-rating, ani} Aut 
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wanted top-notch health insurance protection ; 
ee ae details now performed by agencies M 
to cover its stores at minimum cost. Such record-keeping and record-hap.| Vie™ 
Nationwide combined the requirements dling by the company means that a} Pani 
for each store into one flexible plan. agency will not likely want the em.{ nee 
‘ fusion of a large number of companies} PE€TS' 
No matter what kind of firm you with each handling a small percentage} of 
represent it will pay you of the agent’s total business. For sim} ted 
plicity’s sake, the agent will likey} CV 
esa ac proposal deal with two or perhaps three comp:-| the: 
from Nationwide. nies offering complete insurance sery-| The 
Just contact: ice, at least for personal lines. for a 
Nationwide Group National advertising by large prop- ey 
Sales D t erty insurers has begun to feature the 2S 
ales Department, company name in order to instill the hund 
246 North High Street, brand image in public consciousnes| fe 4 
Columbus 16, Ohio. This trend is likely to continue, in ,On 
: Mr. Overman’s view. mes | 
Other Considerations 
In discussions of marketing trends, 
few consider the matter of equity in- 
vestment in mutual funds or in the 





variable annuity as a form of insu- 
ance, he continued. Yet the problems 
of old age, accompanied by continuous 
inflation, present a need for protec- 
tion perhaps greater than many of the 
perils insured against today. Life com: 
panies supply part of the need for re- 
tirement funds through the saving! 
in permanent life insurance and from 
fixed dollar annuities. This does no} 
solve the total problem, however, 0 
retirement accompanied by contit- 
uous inflation. Thus the growth it 
mutual funds and the development 0! 
the variable annuity offer a_ possible 
offset to the economic consequences 
of inflation. 

Mutual funds are likely to occupy 
an increasingly important place in the 
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total volume of sales of the all-lines 
agent in the future. The vice-president 
of one of the large specialty compa- 
nies recently indicated that his agents 
are selling their new mutual fund, 
and the response has been most grati- 
fying. 

Mr. Overman quoted a statement by 
a leading producer: “When the reduc- 
tion in commission rates hit my busi- 
ness, I looked around for some means 
of offsetting these losses. Happily, I 
was introduced to the idea of han- 
dling mutual funds in conjunction 
with my regular property-casualty in- 
surance. I can report that my com- 
mission losses have been more than 
compensated for by this new source 
of income. Moreover, I was surprised 
py the lack of difficulty in selling 
mutual funds.” 

One large insurer is working on a 
package policy which will combine 
fixed-dollar life insurance with vari- 
able-dollar mutual funds as well as 
A&S, Mr. Overman noted. The pur- 
pose of the first two elements in this 
triangle of package coverage, of course, 
is to hedge against’ inflation (with 
variable-dollar mutual funds) in addi- 
tion to deflation (with fixed-dollar life 
insurance). 


Auto Is Spearhead 


Mr. Overman called attention to the 
view held in some quarters that com- 
panies that control automobile insur- 
ance in the future will also control all 
personal lines. The president of one 
of the large life companies has con- 
tended for many years that automobile 
coverage is the key to the sale of all 
other personal lines, including life. 
The agent who writes the automobile 
for a family will be in a favored posi- 
tion to move into other personal lines. 
This advantage of a door opener into 
hundreds of homes, is not available to 
life agents. ‘ 

One of the largest all-lines compa- 
nies is now developing a package com- 


bining the family automobile policy 
with homeowners. When this is ac- 
‘complished, the agents controlling the 
automobile line should be in a good 
position to expand the client’s pro- 
gram into the residential coverages. 
If the client already has a homeown- 
ers policy with another company, the 
automobile agent should be in a better 
position to absorb it into the new 
“ultra” package. 

Recent moves by a number of com- 
panies in marketing a new “discount”’ 
automobile policy illustrate an intensi- 
fied drive to command more automo- 
bile insurance in order to control more 
of the personal lines. The competition 
in automobile lines should be much 
stronger in the years to come, if the 
foregoing theory is correct, Mr. Over- 
man declared. 


Is Logical Extension 


He said that the offering of auto- 
mobile financing with insurance is a 
logical extension of the one-stop sell- 
ing idea. If a client is forced to go 
elsewhere for financing, he may be 
convinced of the logic of tying his in- 
surance to his car payments for con- 
venience. Thus, the agent lacking these 
one-stop facilities may lose out to those 
who provide such over-all service. 

By the same process of reasoning, 
one specialty company also saw the 
wisdom of developing a home-mort- 
gage company within the framework 
of the parent insurer. Not only does 
this broaden the concept of one-stop 
service, but it tends to “trigger” the 
sale of residential fire, contents cov- 
erages, personal liability and the 
broader residential package policies. 

This company is also considering a 
plan to develop new land in the sub- 
urbs of cities, with streets and sewers 
provided, Mr. Overman said. Lots will 
be sold under a mortgage arrangement 
with the company. Then, when build- 
ing is started, the mortgage will be 
extended accordingly. Upon comple- 
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tion of the home, the assumption is 
that the mortgage-owner will pur- 
chase his homeowners from the same 
of his automobile and life coverage, 
company. Moreover, he might be in- 
clined to have the company take care 
A&S and mutual fund. This company, 
incidentally, has already experimented 
with such a housing-development plan 
in one of the mid-western cities, with 
favorable results. 


Adding Mortgage Financing 


Agents might do well to consider 
carefully the wisdom of adding mort- 
gage financing facilities to their total 
operation in order to provide truly 
one-stop service for their clients, Mr. 
Overman advised. 

In the relatively near future there 
should be a growth in mortgage facil- 
ities by several of the all-lines compa- 
nies, he went on. When a property- 
casualty company organizes or pur- 
chases a life affiliate, it will have the 
necessary investment funds to provide 
such facilities. Prudential, Equitable 
Society, John Hancock and other life 
insurers are now advertising this fea- 
ture. It seems logical, therefore, that 
the next development will be for the 
all-lines companies to offer these fa- 
cilities for their agents. 


Mergers Likely 


It does not seem feasible to Mr. 
Overman that the small one-man agen- 
cy can do a proper job of personal 
lines selling by expanding into all of 
the modern marketing areas. And yet, 
the public seems to prefer one-stop 
buying. A possible solution to this 
apparent dilemma lies in the expedi- 
ency of mergers. There is likely to be 
an increase in the combination of a 
number of one-man agencies in order 
to specialize in various types of cov- 
erage and facilities. 

The medical profession has taken a 
significant swing toward multiple- 
doctor clinics in recent years. Under 
this arrangement, several doctors of- 
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fer complete medical service. The one- 
stop clinic provides a convenient, ef- 
ficient arrangement where one can 
go for proper diagnosis and treatment. 
The individual doctors benefit by the 
sharing of expenses and the ability 
to obtain referrals. 

An insurance clinic can be estab- 
lished with similar results, Mr. Over- 
man believes. Each member will be 
primarily responsible for his own spe- 
cialty, but life agents will be able to 
refer business to the general lines 
agents, and vice versa. A share-the- 
expense plan can be adopted to take 
care of office costs, advertising ex- 
penses, fleet of automobiles, etc. De- 
partments can be established to pro- 
vide for mortgages, financing, mutual 
funds, A&S, automobile and residen- 
tial insurance, life and group cover- 
ages. 


Other Advantages 


The trend toward agency mergers, 
which will allow a higher degree of 
specialization, will also provide the 


vehicle to sell and service programs 
which are far more complicated than 
the small, personal lines. A large in- 
surance clinic, therefore, could have 
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a business life department as well as 
a commercial accounts department. 
Skilled technicians will then take 
over programing of complex life 
covers for businesses and surveys for 
commercial establishments. 

The agent handling jumbo accounts 
will find opportunity to refer business 
in the smaller personal lines to asso- 
ciates. Many of their referred leads, 
in turn, will likely come from their 
personal lines associates. Such spe- 
cialization will make for greater ef- 
ficiency in operation and improved 
service to all clients. The pooling of 
funds which results from the devel- 
opment of a clinic can be used for con- 
sumer research studies in and around 
the local community, for education 
and training of members of the clinic 
and of new employes, and for wide- 
scale advertising in newspapers, radio 
and television in the local area. 

It is also likely that branches of 
the clinics may be established in sub- 
urban shopping centers for servicing 
policies and to broaden the sales area 
of the organization. Branches may also 
be developed in surrounding commu- 
nities or throughout the state, Mr. 
Overman concluded. 
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age — and the modern man. At HCA hotels nothing is too big or too small 


JUSTIN P. QUINN 


Industry-Wide Panel 
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NEW YORK—A session designed to 
give members a broad view of what 
is going on in the entire life insur- 
ance business will be a new feature 
at the annual meeting of Life Office 
Management Assn. Sept. 28-30 at the 
Edgewater Beach Hotel, Chicago. It 
will be a panel presentation the morn- 
ing of Sept. 29, billed as “The Latest 
Word—Some Thoughts About Our 
Business,” and will have Robert C. 
Perry, State Farm Life, as moderator. 

Panelists will be David G. Scott, 
State Farm Life, *Our Changing Prod- 
uct”; Leslie O. Copeland, North Ameri- 
can Life of Chicago, “Investment 
Trends”; Loflin E. Harwood, South- 
western Life, “Our Public Relations’’; 
Henry F. Rood, Lincoln National Life, 
“Taxation of Life Insurance Compa- 
nies in the United States”; Sherwin 
C. Badger, New England Life, “Infla- 
tion and Life Insurance’’; Paul R. Nor- 
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ton, New York Life, “Building Modern 
Agencies.” 

The first general session will open 
Sept. 28 with the presidential address 
of Everett H. Lane, president of 
LOMA and of Boston Mutual Life. 

Following Mr. Lane’s address wij 
be talks by Travis T. Wallace, pregj- 
dent of Great American Reserve, ang 
President J. P. Mather of University 
of Massachusetts. 

Three concurrent sessions will take 
place after luncheon. The personne] 
committee will present three skits on 
upgrading people within the organiza. 
tion. Henry Dawes, Connecticut Gen- 
eral, will be chairman. The cost com. 
mittee will run two informal discus. 
sion groups on cost analysis and ¢on- 
trol moderated by Leonard H. McVity 
Equitable Society, and William A, Dj. 
man, John Hancock. The debit com. 
mittee has scheduled a panel discys- 
sion of interest to combination com- 
panies. Moderator is Orville Eadie, 
London Life. 


Business Meeting Sept. 29 


The annual business meeting wil] 
be held Sept. 29. Officers and three 
new directors will be elected. 

After the business meeting, the gen- 
eral session audience will hear pre. 
sentations by G. Herbert True, direc. 
tor of creativity research of Visual 
Research, Inc., and Robert E. Dineen, 
vice-president of Northwestern Mu- 
tual Life. Mr. True will speak on 
“Creative Management for 1965 Crea- 
tive Challenges.” Mr. Dineen’s topic is 
“Accelerating the Development of Jun- 
ior Executives.” 

O. Kelley Anderson, president of 
New England Life, will speak at the 
luncheon in honor of the 1959 LOMA 
Institute fellows Tuesday. 

Tuesday afternoon’s program con- 
sists of concurrent organization and 
planning committee sessions. T. J, 
Collum, Nationwide Life, will be chair- 
man of the organization session, which 
will offer a preliminary summary of 
the committee’s recent survey of top 
management organization practices. 

The Canadian planning committee, 
headed by H. E. Power, Equitable Life 
of Canada, has arranged panel discus- 
sions on branch office manuals (an 
exhibit of sample manuals will be 
set up in conjunction with this pre- 
sentation), the planning function in 
Canadian life companies, and control 
and processing of policy changes. The 
eastern planning committee under 
Arthur J. Arctander, New York Life, 
will devote all its time to the subject 
of work sampling. 

The midwest planning committee, of 
which Robert T. Repass, Central Life 
of Iowa, is chairman, has scheduled 
panels on combined billing of indivi- 
dual policies, production line policy is- 
sue, and purchasing practices. The 
southern planning committee will fol- 
low a similar format under the chair- 
manship of J. H. Quaritius, Peninsular 
Life. Topics are home office building 
operation and maintenance, simplified 
field office operations, and design of 
forms as related to systems. 

On Tuesday evening three informal 
discussions are scheduled. Members 
of the automation committee will al- 
swer questions concerning automation 
in life insurance offices. The personnel 
committee will discuss salary adminis- 
tration, selection and _ training, 
other personnel problems. A discus 
sion of the LOMA Institute’s program 
will be held by members of the insti 
tute council and staff. 

Charles J. Zimmerman, president of 
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Connecticut Mutual Life, will deliver 
the closing address, scheduled fd 
Wednesday morning, Sept. 30. 
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rd To Decid ments for Teamster officials were to the United States Life portfolio. pany begins with a net surplus of 

Blackfo E - i carried on Dorfman’s books as ac- The present streamlining, which co- $600,000. 

This Week On Reinstating counts receivable and eventually were incides with the Metcalf modifica- The president is S. M. Goebel, who 
‘ . . repaid. He said such payments by tions, will present for the company’s until a few months ago was president 

Dorfman s Mich. License agents for their clients were common producers, hospitalization plans which of Cardinal Life of Louisville and 


LANSING, MICH.—Commissioner “from coast to coast.” Clinton ex- will be easier to sell and at the same before that was Kentucky insurance 
Blackford has promised he will decide plained the application for the Dover time, more efficiently administered in commissioner. 

this week as to whether he will re- agency in March, 1958, for which the home office,” he said. — 

instate the non-resident agent's li- Dorfman was not licensed in Illinois, — National Fidelity Raises.Discount 
cense Of Allen Dorfman, Chicago ag a clerical error. He also denied any New Company In Cal. ‘ations pag she Pra ets the 


agent who has written the bulk of effort to conceal from the Michigan ni ye, : : ee 
Teamsters Union group business in department the fact that Dorfman had Charter Life has been organized in discount on premiums paid in ad- 


ast. ‘ c gas », California with the sale by private vance. A 4% discount is allowed on 
rings began last March 23 after wei thane gyi ee hoa subscription of 300,000 shares of $1 the first 10 premiums paid in advance 
the commissioner had cited Dorfman “troubles with the New York depart- par stock at $3 a share. The com- and the next 10 are discounted at 3%. 
9 show why his authorization in ment were well known.” 
Michigan should be continued in the as to Dorfman’s retention of layoff W ? 1 
light of alleged irregularities, some of premiums over a_ protracted avis hat S all this 
which were brought to light during Cjinton claimed that his client was 
the McClellan rackets committee hear- producing 90% of the business for 
ings in Washington. — ._. Northeastern Life and had established 
The closing hearing was occupied 4 ¢yreditor-debtor arrangement under 
entirely with attorneys’ arguments which commingling of company and 
relative to departmental charges and personal funds was countenanced 
pertinent testimony offered by Dorf- since Dorfman generally was owed 
man himself and other witnesses. more by the insurers than the amount 
Cites Charges of his indebtedness for premiums col- 
lected. He said the company never 
complained over the arrangement. 








= 
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Jerry S. Cohen of the attorney gen- 
eral’s department, representing the 
commissioner, contended that depart- ao 
mental charges Bs ge eran i U. S. Life Revises All Of 

e effect that Dorfman had violate es i 
ro anti-rebating provision of the Its Hospital Portfolio 
Michigan code by paying premiums United States Life has revised its 
for James R. Hoffa, Teamster presi- entire portfolio of hospital policies 
dent, and Frank Fitzsimmons, an- for use in New York, in compliance 
other Detroit Teamster official; that with new Metcalf laws which became 
Dorfman misrepresented his status in effective July 1. 

Illinois by asking for a Michigan li- J. F. Welch, vice-president in charge 
eense for an agency not licensed in of A&H, said that the company has 
that state, and that he diverted some substantially increased surgical bene- 
$54,000 in layoff premium payments fits as well as extended hospital ben- 
to his own use over a 3-year period efits to 365 days. 

beginning in 1954. “In the last few years, the great 

Stanford Clinton, counsel for Dorf- number of liberalizations in the hos- 
man, argued that the premium pay- pital insurance field have been added 
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about quoting group insurance 
costs? With CAC you can now 
give cost estimates on the spot! 















Whether your prospect employs 30 people or 300, you can hand 
him factual estimates on your very first visit with CAC. There’s no 
coming back for costly “presentations” or “proposals”. There’s no 
ee red tape. You save his time and your time. 
NOW x And even more important, with CAC you don’t offer him a “‘pack- 
. aged”’ plan, that may or may not fit his business. You offer him a | 


OVER ONE BILLION ae plan tailor-made for his specific business, even if he has as few as 


ten people on the payroll. 











ye But, the Continental Assurance Company has never dealt in 
IN FORCE - “mystery” or “‘ceremony”. You sell the best insurance coverage 
4 possible, at the lowest cost possible, with as few complications as 
possible. This formula has been financially successful for both the 
company and its agents. It’s one reason why CONTINENTAL re- 
cently passed the 51% billion dollar mark in life insurance in foree— 
S with over 550 million in assets. 









Revolutionary new Group Cost 
Estimator speeds, simplifies 
group sales! 


% — 
GREAT SOUTHERN 
, Lite Insurance Company 
i Founded 1/909 
Home Office + Houston, Texas 















Now any producer can quote group 










cost estimates on-the-spot «+ + as 
only the experts were able to do 
previously! 







Continental Assurance 












COMPANY 


310 South Michigan Avenue «- Chicago 4, Illinois - One of the Continental National Group 
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What Discerning Life Companies 
Look For In A Reinsurer 


There is no single reason why our clients have chosen 
North American Re. Many of them appreciate that we are 
in the business of reinsurance exclusively. Many cite 
advantages to them of our head office location in New York 
City, even as others rely heavily on the services of our 
strategically situated regional offices. All like the custom- 
crafted approach our expert staff brings to their sales, 
underwriting, administration and other problems, and the 
fact that our top consultants are called upon when our 
clients’ problems warrant it. Then there's the variety of 
contracts and pooling arrangements available which give 
ceding companies real flexibility in their underwriting. 


Whatever their reasons for reinsuring with North American 
Re, our hundreds of life company clients, large and small, 
have made this the largest exclusive reinsurer of life, 
accident and sickness, and group insurance. Whatever 
reasons for your company reinsuring with North American 
Re, we invite you to consult the office indicated below 


that is most convenient to you. 


NORTH AMERICAN 






vv AME, 
Se. REASSURANCE COMPANY 
< % 161 East 42nd Street, New York 17, New York 
a > Regional Offices 
J s 230 North Michigan Ave., Chicago 1, Ill. 
(0) a 1509 Main Street, Dallas 1, Texas 
% oO 400 Montgomery St., San Francisco 4, Calif. 
2, C : ° 
ANcE Reinsurance Exclusively 


LIFE e ACCIDENT & SICKNESS e GROUP 
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RCOAST COMPA 


MANAGEMENT — FINANCING 
LIFE INSURANCE COMPANIES 


_— = 
_ AUTHORIZED CAPITAL $5,000,000.00 
President, Homer O.Martin Jr. 
| Executive Vice President, A. A. McFalt 
Vice President, Thomas H Richards, Jr. 
_ Vice President, Frank MacBride 
Secretary, Frank Dedman, C.L.U. 
Treasurer, Howard A. Craig 
Controller, Peter F. Mancina, C.P.A. 


HOME OFFICE 
INTERCOAST BUILDING | 
SACRAMENTO 16, CALIFORNIA 




























FieNATIONAL UNDERWRITER 


Tuchbreiter Tells His Philosophy 


(CONTINUED FROM PAGE 19) 


that corporations are wasting the 
time of too many men by not correct- 
ing mistakes until a man is over 50 
years of age. Then it is too late to find 
another place in the organization for 
him. An original mistake is always 
compounded because the wrong man, 
who shouldn’t have started twenty 
years ago, hired the wrong man. Be- 
cause they both are of the same breed 
they fall into the category of unwant- 
ed individuals. They remain in the 
employ of the company because some- 
one did not have the timely courage 
to correct an original mistake. 

“I make a practice of going to my 
ranch once a year solely for the pur- 
pose of taking stock of myself. I mean 
that literally. Every once in a while 
I take a look at myself, not as I al- 
ways want to see myself—but how do 
other people look at me? How do they 
appraise me? When I tell this to some 
of my friends they wonder why I 
want to be alone. Frequently they say 
they would go crazy if they had to 
spend two weeks on a ranch by them- 
selves. I use this period more or less 
as a one-man retreat. And I have a 
philosophy of life which has held me 
in good stead and I have never varied 
from it. It is this: This country is a 
better country in which to live than 
the day it was discovered. From obser- 
vation I have found that every wrong 
situation ultimately rights itself. That 
is why I never become disturbed when 
I read or hear someone talk about the 
collapse of the United States. 

“Now I’d like to add a few personal 
remarks to this little paper. If you 
begin to look for bad in people you 
will find more bad than good. If you 
look for good you will find more good 
than bad. So that is why it is impor- 
tant—sometimes at the end of the day 
or the end of the week—to kind of 
look at yourself and ask, ‘Well, have I 
been constructive this week or have 
I been supercritical of my fellow man?’ 

“Lots of people around our compa- 
ny wonder just what I do. Sometimes 
I wonder that myself. But I have a 
responsibility which is a great chal- 
lenge to me. I have tried to perform 
it with all the fairness and righteous- 
ness that God gave me. 

“We're trying to run what I call a 
typically American company. I can 
remember about 25 years ago a chap 


Form Richmond Claims Unit 


Richmond (Va.) Insurance Claims 
Assn. was recently organized by a 
small group of insurance claims men. 

The association, composed of men 
whose companies have claims offices 
in Richmond, has as its purpose the 
exchange of procedures and practices 
which will lead to better claim serv- 
ice. 

Gene F. Lyon, Atlantic Life, was 
appointed head of the group, with the 
office of secretary. Other members in- 
clude J. Edward Lawler, Union Life; 
Sidney J. Hilton and Ralph P. Banks, 
Life of Virginia; Charles M. Glenn 
Jr., Home Beneficial Life; Harvey M. 
Jones and Charles R. Trenka, North 
American Assurance Society of Vir- 
ginia; H. L. Hicks, Equitable Society; 
Frank E. Carrel Jr.,*Pacific Mutual, 
and Frank H. Lansinger, Atlantic Life. 





North Central Income Up 

Income of North Central Life in the 
first six months of this year amounted 
to $1,866,000, an increase of $396,000 
over a corresponding period in 1958. 
Assets increased from $3,724,000 at 
the end of 1958 to $4.1 million. 
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walked into my office and said, ‘We. 
want to organize a secret club within 
the Continental Company.’ 

“I said, ‘That’s fine. Give me a lig 
of the organizers and then I'll fir 
every damn one of them. We're no 
running that kind of a company.’ 

“The company is free of politics 
free of cliques, and a man regardleg 
of his extraction or his persuasion 
has an opportunity to become preg. 
dent of any one of our companies, 
“I picked up a little item which j; 
a bit subtle. It took me a little time be. 
fore it had impact on me. It says 
‘The highest reward for a man’s {ojj 
is not what he gets for it but what 
he becomes by it.’ Now I could go oy 
and tear that to pieces and give yoy 
my interpretation of what it means 
but it really means that regardless of 
what you have in material things are 
you liked by your fellow man? Ar 
you trying to be all things to all men 
or are you trying to be all things ty 
yourself, and if you are all things ty 
yourself, you’re headed for a great 
disappointment.” 








YEARS 





SUN LIFE HAS OPENED 
TWENTY-FOUR 
NEW BRANCH TERRITORIES 
IN NORTH AMERICA 
TO SERVE THE 
EXPANDING BUSINESS 
OF ITS REPRESENTATIVES. 
SUN LIFE iS 
A PROGRESSIVE COMPANY IN A 





PROGRESSIVE INDUSTRY. 





$3 billion paid in policy benefits 
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designed to meet a variety of individ- 


ual needs with a high degree of flex- 
ility. 
: ~ attorneys would be _ best 


served through a program of financed 
insurance, which makes use of ordin- 
ary life insurance policies carrying a 
high, first-year cash value. The buyer 
may borrow against this cash value 
about 70% of his first insurance pre- 


mium. 
Can Finance Balance, Too 


The balance, 30% may also be 
financed, using as collateral some of 
the securities which he will purchase 
with the money he would have paid 
for life insurance. In subsequent years, 
he continues to borrow the premium 
payments against the rising insurance 
cash values plus a small and diminish- 
ing portion of his growing portfolio of 
securities. His sole out-of-pocket cost 
for insurance, then, is the interest on 
his loan. 

For example, a man of 40 might 
have some $2,500 budgeted for life 
insurance. Under a financed program, 
he could acquire a policy with a face 
value of $100,000, against which he 
borrows most of his first-year cash 
value for a major portion of his 
premium. He invests the budgeted 
$2,500 in securities, part of which will 
serve as additional collateral for his 
loan. His interest cost should approxi- 
mate $125, and investment of $2,500 
should bring him dividends during the 
year of approximately that same 
amount, or possibly more. 

As his program develops year by 
year, the income from his securities 
pays the cost of carrying the life 
insurance—the interest expense. 
Meanwhile, with his family contin- 
uously protected under $100,000 worth 
of insurance, less the amount of his 
loan, he is acquiring securities at the 
rate of $2,500 a year. 

At any given date, this portfolio 
should replace an equal amount of 
life insurance and if, during the years, 
any of the companies in which he has 
invested should have increased their 
dividends, his yield on the invested 
capital will be greater than he could 
obtain by investing a lump sum ob- 
tained from surrender of the life 
insurance policies at retirement age, 
or greater than his beneficiary could 
obtain by investing a lump sum settle- 
ment on his death. 


Calls Nuisance Minor 


If there is a disadvantage to financed 
insurance, as such, it is the minor 
nuisance of having to borrow the 
premium each year; however, this is 
a routine procedure which may be 
handled directly with the issuing in- 
surance company, and in no way 
involves jeopardizing one’s credit. 

Against this, one should weigh the 
enormous advantages in flexibility 
provided by such a program: 

1, At any time he wishes to pay off 
the amount of the loan, rather than 
letting it stand against the face value 
of the policy, he may do so. For 
example, the man who decided on a 
financed policy at age 40 might decide 
10 years later that, considering changes 
in the economy, his income or other 
circumstances, he would prefer to pay 
off his loan and begin paying his 
premiums annually. 

He would have, at age 50, an ordin- 
ary life policy on which the premiums 
would obviously be lower, since it was 
ssned At age 40, than if it were a new 
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Chicago Bar Assn. Helps Beat The 
Drum For Financed Life Insurance 


(CONTINUED FROM PAGE 5) 


poucy. (In a typical company, for 
example, coverage which the man of 
40 could buy at a yearly premium of 
$2,480.40 would cost, if purchased at 
age 50, a premium of $3,659.40.) 

2. Again assuming various changes 
in circumstances for the man who 
bought financed life insurance at age 
40, we might find him at age 60 with 
a loan in an amount equal to the full 
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service in all fields of insurance! 








SECURITY 


cash value of the ordinary life policy 
issued at age 40. He would convert to 
a paid-up life insurance policy of re- 
duced value, on which he would carry 
the loan but use dividends from the 
policy and the annual cash value in- 
crease to pay the interest cost. Thus 
he would, at age 60, have life insur- 
ance at an extremely low price if at 
any cost. Quite obviously, too, he might 
also benefit from income tax effects. 

3. Suppose, again, that by the time 
he reaches age 60, the individual’s 
circumstances have changed so that 
he wants retirement income from his 


a 





To our representatives, Security offers this brand-new booklet, “Insurance 
Protection in the Missile Era.” Here’s a fine mailer for your clients, a great 
door-opener for prospects. Dramatically illustrated, it contains every important 
missile in the U.S. arsenal, in full color, identified by name, mission and 
manufacturer — here’s an item with tested consumer appeal that breaks all records! 
And — it’s a treasure-trove of facts about up-to-date, streamlined insurance for 
every need, too! Fill out the handy coupon for your FREE booklets. 


all forms of insurance 
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life insurance policy. He could pay off 
the loan on his policy in full or in part, 
and purchase instead an annuity in an 
amount equal to the face value of the 
policy. 


Option Choice Delayed 


These are some of the options which 
may be exercised under an ordinary 
life insurance policy. The chief ad- 
vantage of this kind of program is that 
no choice among them need be made 
at the time of acquiring the life in- 
surance; in using other forms, -of 
course, one must decide today which 


LIKE IT OR NOT... 


YOUR BEST SECURITY IS DEFENSE AGAINST THE UNEXPECTED 


The long shadows of hostile missiles need not darken the lives of Americans — 
as long as a strong defense is always on the ready to parry unpredictable blows. 
This, too, is the formula for multiple-line service (including Life) 
now offered by the Security-Connecticut Group. 
Security-Connecticut continues to set the standards among modern insurors — 
now Offers the convenience and the economy of “under one roof” 














SECURITY-CONNECTICUT INSURANCE GRO 
NEW HAVEN 5, CONNECTICUT, Dept. 1/v-A | 
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copies of “Insurance Protection 
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WANT ADS 


Rates—$22 per inch per insertion—1 inch minimum—sold in units of half-incttes. Limit— 


40 words per inch. Deadline 4 P.M. Friday of week before publication in Chicago office— 
175 W. Jackson Blvd. Individuals placing ads are requested to make payment in advance. 
THE NATIONAL UNDERWRITER—LIFE EDITION 
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FLORIDA 
GENERAL AGENCY 


A top New England Company has agency opportunity available imme- 
diately. Complete portfolio of Life, Group and A. & H. available. Full sup- 
port and assistance will be given to man with proven sales and supervision 
record. Your inquiry will be held in confidence. Write Box J-49, c/o The 
National Underwriter Co., 175 W. Jackson Blvd., Chicago 4, Ill. 











DEPARTMENT MANAGER 


Established old line stock company 
operating in seven southern states 
seeks manager for its industrial de- 
partment writing standard and sub- 
standard business. Position requires 
college graduate with 10 years ex- 
perience as Agent, Manager and 
some Home Office experience. This 
position offers top salary, stock op- 
tion, bonus, etc. Submit résumé con- 
fidentially to Box J-50, c/o The 
National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 








ACTUARIAL 
OPPORTUNITIES 


Due to our tremendous growth and expansion 
in the life insurance field, we wish to add sev- 
eral staff people to our Actuarial Division. We 
are interested in the young man who is an Asso- 
ciate in the Society and we are interested in 
the person who has passed several exams and 
plans to take additional exams. We would like 
a minimum of three years experience in Actuar- 
ial work. Relocation in the Southwest is neces- 
sary. Ours is a large and progressive company 
with « top starting salary plus a full employee 
benefit and educational benefit program. Un- 
limited potential, Send résumé and recent snap- 
shot. Reply Box J-54, c/o The National Under- 
writer Co., 175 W. Jackson Blvd., Chicago 4, Ill. 








EXECUTIVE ACTUARY 


Old, established Life and A&H company doing 
$1270 million annual Life volume seeks qualified 
mature actuary (FSA) for vice presidency in 
direction of rapidly expanding operations with 
highest-grade management. Career and future 
of assured promise to the man accepted. Chi- 
cago area. Confidentic!l to Box J-56, c/o The 
National Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 








~ FLORIDA AGENCY 
OPPORTUNITY 


By developing a good agency there is oppor- 
tunity to become District Manager soon and 
later Division Manager with young Florida com- 
pany. Two locations available now. Send résumé 
in confidence. Address Box J-35, c/o The Na- 
tional Underwriter Co., 175 W. Jackson Blvd., 
Chicaao 4, Ill. 


—— EUROPEAN 
| OPPORTUNITY 


Pacific National Life Assurance Co., Hiome Office 

San Francisco, California, seeks a few high- 
| calibre agents for expanding agency in Europe 
| writing American military people. Top contracts 
| with fringe benefits. Openings in Germany, Eng- 
| !and, France, Italy, Spain and North Africa. 

Wonderful income tax advantages for those re- 

maining 18 months or longer. Financing avail- 
| able. For further details, send complete résumé 

and photograph in confidence to H. Smith 
| Hagan, Sr. V. P., Pacific National Life Assurance 

Co., Head Operating office, 411 E. South Temple, 
I Salt Lake City, Utah. 





DEPARTMENT EXECUTIVE 


Young, aggressive stock company has built Fam- 
ily Life Department to premium income ap- 
proaching one million annually. Desires to 
repeat this progress with Special Policy De- 
partment. 


Ideal opportunity for man who has confidence 
in his ability to build department with home 
office backing. He will enjoy freedom in putting 
his own ideas to work; he will receive monetary 
reward commensurate with the success of his 
department. 


If you qualify please supply brief résumé to 
Jack W. Londen, P.O. Box 671, Boulder, Colo. 








MILITARY SPECIALIST 


Eastern life insurance company interested in 
four life underwriters specializing in military 
business. Men chosen must be able to build own 
production units. Reply confidentially. Box J-19, 
c/o The National Underwriter Co., 175 W. Jack- 
son Blyd., Chicago 4, III. 








WANTED 

ACCOUNT EXECUTIVE to handle several hun- 
dred existing personal accounts for a Chicago 
General Agency. Salary guarantee plus bonus. 
Late model car furnished. Man with Life, Accident 
and Health, Broker or Special Agency expe- 
rience preferred. Write Box J-37, c/o The 
National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ili. 








ATTENTION 
MR. PRESIDENT 


Here is your opportunity—a chance to make your 
own job easy by obtaining the highly capable 
executive assistant you've always needed. Contact 
this experienced, aggressive young vice president. 
Excellent references furnished. Address Box J-59, 
c/o The National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4 Ill. 








REGIONAL DIRECTOR 
OF AGENCIES 


Dependable and capable plus a broad background 
of successful experience recruiting, training, brok- 
erage, and Agency Administration. Prefer field 
residence in center of United States. Reply Box 
J-58, c/o The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill 


LIFE, UNDERWRITING MANAGER 


Progressive National Organization located in Den- 
ver, Colorado needs college grad with minimum 
10 years experience managing Life and Accident 
and Health Underwriting and Policy Processing 
functions. Record must show high level adminis- 
trative ability. Send résumé and salary require- 
ments to Box J-60, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4 Ill. 








OVERSEAS MANAGEMENT 
OPPORTUNITY 


Managers in foreign countries wanted to contact 
life underwriters who are experienced in foreign 
kets. Manager will supervise merchandising of 
exclusive pregram that has great appeal to 
government and military personnel. Re- 
trictest confidence. Write Box J-13, c/o 

y ter Co., 175 W. Jackson 










dery 


INTERESTED? 


Successful young Chicago Area General Agent 
interested in discussing a change. Reply Box 
J-61, C/o The National Underwriter Co., 175 W. 


| Jackson Blvd., Chicago 4, Ill. 














plan will best meet any future con- 
tingency, a decision obviously based on 
hopes or guesswork. 

The financed approach is particular- 
ly applicable to the attorney who 
might ordinarily select term insurance. 
This is the individual who has said, in 
effect, that he can handle his savings 
program more effectively than can an 
insurance company, that he can make 
better use of his ‘extra’ insurance 
dollars than to put them into cash 
values. 

In most instances, this is a wise 
decision, but, as noted, the busy at- 
torney lacks the time necessary to 
analyze his estate plan fully and to 
devise the balanced program necessary 
to sound investment. 


Interest Is Deductible 


By using a financed program of 
ordinary life insurance, it is possible 
to take advantage of tax deductibility 
ot interest, and, more important, to 
free a full 100% of the budgeted 
premium dollar, rather than a part of 
it which would be spent by using term 
insurance. (Term insurance, since it 
accumulates no cash values, it not 
open to financing.) 

Each of these assets, of course, will 
bring a specified number of dollars at 
some future date. Unhappily, those 
dollars paid in today will in all proba- 
bility be worth considerably less 10 or 
20 or 30 years from now. 


Seek Growth Stocks 


Recognizing the need to balance 
these dollar-pegged assets with in- 
vestment which will reflect growth, 
most attorneys attempt to round out 
the estates of their clients in terms 
of the future purchasing power of 
money. Ordinarily, this will take the 
form of referring them to expert ad- 
visers in the investment field, where 
they can take advantage of the bal- 
ance to be achieved by investing in 
equities—in common stocks or other 
securities which have potential for 
growing with the expanding economy. 

It is unfortunate that too many 
attorneys fail to follow this plan when 
handling their own capital. Quite un- 
derstandably, they often turn instead 
to a field in which they feel more at 
home, that of real estate. Certainly 
there are profits to be made here and 
the attorney’s knowledge of the real 
estate field tends to insure him a good 
degree of safety and the promise of 
good returns. However, too often he is 
unable to locate enough real estate to 
keep his funds properly employed at 
all times. 

Even in the best of circumstances, 
this over-emphasis on one type of 
investment will cause a dangerous 
imbalance. With all the eggs of his 
investment capital in one basket, the 
thoughtful planner will see that his is 
not a well rounded estate. He must 
also give consideration to such invest- 
ment securities as common stocks, 
bonds and mutual shares, in a propor- 
tion which will best answer his needs. 

Two considerations are generally 
recognized as essential to a sound 
investment program; both are readily 
adaptable to the kind of program in 
which budgeted insurance funds pro- 
vide the capital for investment. 


Systematic Buying Assured 


First, under this combined program, 
systematic purchases of securities are 
assured, in as much as the budget 
already allows for such stock pur- 
chases, and thus, the security portfolio 
is likely to be acquired at a low 
average price. 

Moreover, systematic purchasing of 
securities at specified intervals will 
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eliminate the problem of when may bg 
the “best” time to buy, for it is as 
sumed that securities will be bought 
at all price levels, and whether the 
high prices come at the beginning, the 
middle or the end of the buying perigg 
will have little, if any, effect on the 
total cost of all the securities pyy. 
chased. 


Favors Dollar Averaging 


A further advantage of systematic 
investment of funds which can be 
freed through financing of one’s jp. 
surance is the arithmetical result of 
the system known as dollar cost aver. 
aging. By using approximately equa] 
amounts o! money each time an invest. 
ment is made, a regular investor cap 
be reasonably sure that he buys at a 
variety of market levels and that he 
will obtain more shares of stock at 
relatively low prices than at high 
prices. The average price paid for the 
entire portfolio will be less than the 
average of the market prices paid. 

Furthermore, investment over the 
years will provide better income ex- 
perience than could be achieved by 
investing a lump sum, as from the 
surrender of life insurance for cash 
values at retirement age. 


Plugs Adviser’s Services 


The other vital consideration in an 
investment program is one. which 
should not seem novel to a professional 
man: that is, to get the best possible 
advice as to the type of securities 
which will contribute most to his total 
program. Haphazard purchasing of 
securities without proper standards, 
safeguards and balancing can leave 
the investor far short of his goal. The 
proper balancing of a portfolio con- 
sistent with the envisioned, long-range 
objectives can best be obtained through 
the specialized knowledge of profes- 
sional investment counsel. 

Such sound advice can help the 
individual attorney to plan an estate 
which will not overburden him in the 
accumulation stages and which will 
leave him and his heirs with the 
security he envisions for their future 
and his own. 


American College Has New 


Exam Fee Payment Plan 


American College has inaugurated 
an advance examination fee payment 
plan for persons intending to take 
CLU and management examinations. 
The plan works as follows: 

—Payment of a $10 advance fee for 
each examination by Nov. 15, 1999. 
The fee is not refundable. A late pay- 
ment fee of $5 will be charged if the 
advance fee is paid between Nov. 15 
and March 15, 1960. 

—Payment of the balance of $40, or 
$15 and one credit certificate for each 
examination by March 15. If the bal- 
ance of the fee is not paid by March 
15, an additional $5 late fee will be 
charged. 

If no payment is made _ before 
March 15, a $10 late fee will be 
charged for those payments made be- 
tween March 15 and June 1. No pay- 
ment will be accepted after June 1. 

According to Julian S. Myrick. 
chairman of the college, mounting ad- 
ministrative costs and the problems 
of heavy seasonal work loads, along 
with the college’s desire to avoid any 
increase in the $50 examination fee, 
prompted the college to adopt the 
plan. 


Eastern Life has moved its home 
office from 386 4th Avenue, New 
York to larger quarters at 355 Lex 
ington Avenue. 
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T. P. Harris Elected 
President Of NIA 
At Chicago Annual 


National Insurance Assn. (life com- 
panies owned and operated by Ne- 
groes) elected T. P. Harris, Chicago 
Metropolitan Mutual, president at its 
Chicago convention last week. He re- 
places E. L. Simon, Atlanta Life, who 
becomes board chairman. 

Other officers include Virgil L. Har- 
ris, Protective Industrial, 1st vice- 
president; W. A. Clement, North Caro- 
lina Mutual Life, secretary; E. E. Hill, 
Winston Mutual Life, assistant secre- 
tary, and A. M. Carter, Pilgrim Health, 
treasurer. 

Section vice-presidents are Theo- 
dore A. Jones, Supreme Liberty Life, 
executive; J. B. Williams, Richmond 
Beneficial Life, agency; Everett New- 
man, Standard Life, technicians, and 
Mrs. Eula W. Harris, North Carolina 
Mutual, medical. 

Murray J. Marvin remains execu- 


tive director of the association; De- 


lores Marvin, assistant executive di- 
rector, and J. W. Goodloe, North Caro- 
lina Mutual, executive committee 
chairman. 

The association will hold its 1960 
convention in Miami Beach at the 
DiLido Hotel, Aug. 29-Sept. 2. 

The executive section opened with 
Ernest Shell, Great Lakes Mutual Life, 
discussing ‘Executive Development” 
before the 500-plus delegates. 

The medical section was addressed 
by Frederick R. Stearn, “Group and 
Individual Prognosis,” and Seth Kuy- 
kendahl, “Relationship of Lay Under- 
writers to Medical Directors.” Both 
men are with Security Benefit Life. 





LIFE INSURANCE EDITION 


Mrs. Crystal Marmon, Johnson Pub- 
lishing Co., spoke on “Effects of Visual 
Schedules on Personnel Performance” 
at the technicians section. Also heard 
were W. H. B. Miller, Mammoth Life 
& Accident, “MDO Systems,” and 
Frank W. Ervin, Afro-American Life, 
“Field Budgeting.” 

The agency section was moderated 
by H. A. Baker, Mammoth Life & 
Accident, and talks were heard by 
Cirillo McSween, New York Life, and 
Langford Spraggins, Metropolitan Life. 
Both of the latter are members of 
the Million Dollar Round Table. 

Among other convention highlights 
was the large display of exhibitor’s 
booths featuring IBM, American 
Tobacco, Remington Rand, Thermo- 
Fax, Olivetti, Art Metal Construction 
and Horder’s Stationery Stores. 


Speakers Roster Set For 
Institute Of Home Office 


Agents Annual Convention 

The speakers list and program for 
the 23rd annual convention of Insti- 
tute of Home Office Underwriters at 
the Statler-Hilton Hotel, St. Louis, Oct. 
28-30, has been completed. Some 400 
members and guests are expected to 
attend the meeting. 

Speakers include Dr. C. L. Reeder, 
vice-president and medical direc- 
tor of Continental Assurance; Robert 
R. Gallagher, associate actuary of 
North American Reassurance; Cecil B. 
Carroll, vice-president and director of 
agencies of Independent Life & Ac- 
cident, and Dr. Archibald C. Wilson, 
medical director of Connecticut Gen- 
eral. 

Informal clinic and panel discussions 
are also scheduled. 








LIBERTY and FREEDOM 


The Statue of Liberty is an 
important symbol to all 
Americans because it repre- 
sents the freedom which is the 
foundation of our way of life. 
Our Company is proud to use 
it as its trademark. 


Men to remain free must pro- 
vide security for themselves and 
their families and most 
American families have found 
life insurance to be the best 
way to provide this security. 


Liberty National Life Insurance 
Company is providing a large 
measure of security for many 
families. Over a quarter of a 
billion dollars is held by the 
Company for the protection of 
policyowners. Perhaps this 
financial strength is one of the 
reasons why more and more 
people each year buy their 

life insurance from 

Liberty National. 


LIBERTY NATIONAL LIFE INSURANCE CO. 


HOME OFFICE: Birmingham, Ala. 


Frank P. Samford, President 


XUM 








29 








Membership plaques in American Society of Assn. Executives are displayed 
by the executive director and assistant executive director of National Insurance 
Assn. at the meeting of NIA last week in Chicago. Delores Marvin and Murray 
J. Marvin, right, who handle the headquarters office of NIA in Chicago as 
assistant and executive director, respectively, are shown with leaders of the 
association. From the left are J. W. Goodloe, vice-president and secretary North 
Carolina Mutual, the outgoing chairman of NIA; Delores Marvin; E. L. Simon, 
director of agencies Atlanta Life, outgoing president; A. G. Gaston Sr., president 
Booker T. Washington, keynote speaker at the NIA meeting, and Murray Marvin. 





Here’s the “MAJOR MED”’ Policy 
that starts paying... 

after the first 
*00 of expense 


To sell with confidence, start with a really fine policy. ACCO’S 
Comprehensive Major Medical plan for example. It can be written 








for individuals and families, not just group cases. 
yk After a low $50 deductible, this policy pays 100% of 
After $500.00 has been paid, the policy then pays 80% 
of medical expenses incurred within 3 years*—up to 
home, hospital or doctor’s office ...level premiums... minimum 
exclusions ... special low rates for children. For more detailed in- 


covered medical bills up to 
$500.00 
y ‘ an additional 
, 
Unallocated benefits for accident and sickness... for treatment at 
formation, just clip the coupon, attach to your letterhead and mail. 
*2 years in Calif. 








AMERICAN CASUALTY 


60 Branch and Service Offices Coast-to-Coast 





AMERICAN CASUALTY CO., READING, PA. 
Please send sales and information kit on the COMPREHENSIVE Major Medical 


Expense Plan. 


Name 





Address. 





City. State. E 
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HieNATIONAL UNDERWRITER 


Editorial Comment 


Morgan Guaranty’s Advice On Stocks 


People who are impressed with the 
performance of common _ stocks as 
compared with that of investment life 
insurance might be edified by looking 
at the stock picture from the point of 
view of the corporation that wants to 
do some equity financing. In the opin- 
ion of no less an authority than the 
Morgan Guaranty Trust Co. of New 
York, the investing public has not in 
a long time been so willing to settle 
for so poor a return on its stock pur- 
chases, and consequently this is a rare 
chance to float stock issues. In fact, 
the bank’s obvious implication is that 
it would be wise for corporations to 
take advantage of the present situa- 
tion without delay, as it might not 
continue too much longer. 

Says the Morgan Guaranty Survey: 
“The sharp advance in prices of com- 
mon stocks during the past year, to- 
gether with the coincident rise in 
long-term interest rates, has created 
a more favorable climate for equity 
financing by business than has existed 
for many years. Price-earnings ratios 
for stocks are about as high as they 
have ever been, and dividend yields 
have slipped below bond yields, re- 
versing the pattern that has prevailed 
for more than two decades, except for 
a brief period in the spring and sum- 
mer of 1957. 

“These circumstances suggest that 
corporations are likely to place rela- 
tively greater emphasis on stock offer- 
ings, and indeed, evidence of such a 
healthy tendency has already appeared. 
In the first four months of this year, 
according to the Securities & Exchange 
Commission, the gross proceeds of new 
issues of common stock sold in the 
United States totaled more than $725 
million, compared with $380 million in 
the like period of 1958, when market 
conditions were less favorable. 

This increase occurred, moreover, 
in the face of a substantial year-to- 
year decline in corporate security of- 
ferings of all types. Stock offerings 
this year, it is true, are not running as 
high in absolute terms as they did in 
1957—the record postwar year—but 
this is to be expected because over-all 
corporate demand for external funds 
is substantially less than it was then. 

“For those companies that foresee 


the need to raise equity funds within 
the next several years, this would 
seem to be the right time to give 
serious consideration to stock offerings, 
since occasions when equities can be 
sold on relatively favorable terms 
come along rather infrequently. The 
present situation certainly affords an 
excellent opportunity for corporations 
that have relied heavily on debt finan- 
cing in recent years to achieve better 
balance in their capital structures.” 

So there we have it. The House of 
Morgan and the Guaranty Trust Co., 
in their joint considered opinion, are 
saying, in effect, that the public has 
gone about as far as it is going to in 
bidding up stock prices and that from 
here on the trend is going to be down. 
Not precipitously down, of course. Not 
even Morgan Guaranty can call the 
turn that precisely. But their advice 
certainly makes it appear that any- 
body who buys stock in the expectation 
of a continued rise will be betting 
against some pretty big-time operators. 

Moreover, any following of the 
Morgan Guaranty advice will tend to 
make its prediction come true even 
faster: As more and more corporations 
decide that now is the best chance 
they’ll have in a long time to market 
a stock issue advantageously, their 
more ardent wooing of the sharebuyers 
will tend to make them more choosy 
and inclined to drive a harder bargain 
when they buy. And the greater the 
rush on the part of corporations to beat 
this downslide in stock prices, the 
slicker the slide will become. 

If the Morgan Guaranty advice 
means anything at all—and it ought 
to mean quite a lot, in view of its 
long experience and high reputation— 
it means that this is probably the 
worst possible time to buy stocks as 
an investment. There are of course 
special situations that the “smart 
money” knows about and can cash in 
on. But for the non-expert—and that 
is the status of the usual individual 
who is trying to decide between in- 
vestment life insurance and buy-term- 
and-invest-the-difference—the Morgan 
Guaranty advice to corporations to 
market stock should serve as a timely 
warning against buying stock in the 
hope of further appreciation. 


Hedging against inflation by buying 
stocks is good in theory but the 
theory doesn’t include jumping into 
the market when indications are that 
it is probably at its peak. The time to 
hedge by buying stocks was back when 
people were dubious about stocks, not 
when they are rushing in to plunk 
down their dollars for any old thing 
that has the magic “equities” tag on 
it—R.B.M. 





Personals 


Jack H. Quaritius, administrative 
vice-president of Peninsular Life, has 
been named president of Anvil Brand, 
Inc., a garment manufacturing firm 
with headquarters at High Point, N. C. 
He was with the firm from 1948 to 
1951 as a sales executive. He will con- 
tinue with Peninsular and comniute to 
High Point as required by his added 
duties. 


Carroll M. Shanks, president of 
Prudential, has been nominated by 
Gov. Meyner of New Jersey and con- 
firmed by the senate for another term 
as a trustee of Rutgers College. Mr. 
Shanks has been a trustee since 1945. 


Deaths 


Mrs. LEONA DIRKSEN, whose hus- 
band is associate counsel in the Chicago 
regional home office of Prudential, 
died after a long illness. Mrs. Dirksen 
was well known by insurance people in 
Illinois from the days when Mr. Dirk- 
sen: was executive secretary of Illinois 
Assn. of Insurance Agents. 





Mrs. BERNIE BOYNTON and her 
husband were killed in the Madison 
River, Mont., slide caused by an earth- 
quake. Mrs. Boynton was the sister of 
Michael J. Denda, vice-president of 
Union Mutual Life at New York, who 
flew to the disaster area in a fruitless 
effort to locate his sister and brother- 
in-law. 


MAUDE E. INCH, former librarian 
of Insurance Society of New York, died 
at Montclair, N. J. She retired from the 
society in 1950. 





Individual sales of Allstate Life in 
July and August were at the level of 
the total for the first six months. The 
company, which began business in 
1957, has more than $1.1 billion in 
force. 
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Stocks 


By H. W. Cornelius of Bacon, Whipple & ¢, 
135 S. La Salle St., Chicago, September 8, 193, 








Bid Askeq 

$ $ 

Aetna Life 255 260 
Beneficial Standard. ...............0008 17% 18% 
Business Men’s Assurance 41 2 
Cal.-Western States 0... 118 

























Commonwealth Life ....... 28% 
Connecticut General ..... 370 
Continental Assurance . 150 
Franklin Life .............. 78% 
Great Southern Life ............06 88 
Gulf Life 4y 
Jefferson Standard... 7 
Kansas City Life ......... 1450 1500 
Liberty National Life . 61 64 
Life & Casualty ...... 22 3 
Life Of Virginia... 52% 54 
Lincoln National Life ................. 32 237 
National L. 8 Ap cocceeccecscsesteeseeeenee 112% 14 
North American, II]... 16 11% 
Nw. National Life .............::csee 101 106 
Ohio State Life .0........cccccsesesesesenes 270 290 
ONE TES EELS on nisecccnssesnsessessesecesece 64 66 
Republic National Life ................ 76 9 
Southland Life ......ccccecseeecesseseee 102 107 
Southwestern Life ........ccccee 146 150 
Travelers 90% 93 
United, Ill. 46 414, 
U. S. Life 41 43 
Washington National ..............00. 61 65 
Wisconsin National Life .............. 444, 4% 


$3 Billion Invested 
By Life Companies 
In First Six Months 


Over $3 billion of new capital funds 
were put to work in the nation’s econ- 
omy during the first half of 1959, 
through the investments made by. the 
life insurance companies, according io 
Institute of Life Insurance. These 
funds represent the asset increases of 
all U. S. life companies in the first 
half of this year. 

Total assets on June 30 were $110- 
424,000,000, up 6% from June 30, 1958, 

Aggregate investment acquisitions, 
including reinvestments and “rollover” 
of government securities, were $9- 
698,000,000 in the first six months. 


Securities The Largest Block 


The largest block of new _ invest- 
ments was the securities of U. S. in- 
dustrial corporations, railroads and 
utilities, with half-year purchases of 
$2,899,000,000, up 2% over the first 
six months of 1958. About three- 
fourths of these securities were in- 
dustrial and miscellaneous bonds; al- 
most one-fifth was public utility 
bonds, and the remainder included 
railroad bonds and corporate stocks. 
U. S. corporate security holdings at 
midyear were $45,951,000,000 com- 
pared with $44,615,000,000 at the start 
of the year. 

New mortgage financing by life 
companies accounted for $2,735,000,00 
of the half year’s investments, an in- 
crease of 17% over the first half of 
1958. Total mortgage holdings m 
June 30 were $37,894,000,000. 


State, County, Municipal Bonds 


State, county and municipal bonds 
represented investments during the 
first six months of $336 million, a 37% 
gain over last year’s first half total. 
Total holdings of these bonds amount- 
ed to $2,991,000,000. 

The acquisition of U. S government 
securities including the “rollover” o 
short term issues, totaled $2,795,000; 
000, a 35% rise over the amount at 
quired in the same period of 1958. 
Aggregate holdings were $7,246,000 
000 on June 30. 


Massachusetts Indemnity & life 
has been licensed in South Caroliné. 
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Ralph Ervin Jr. 
Executive V-P Of 
Fidelity Mutual 


PHILADELPHIA—V ice - president 
Ralph W. Ervin Jr., who has been with 
Fidelity Mutual 
Life since 1949, has 
been elected ex- 
ecutive vice-presi- 
dent. As chief ad- 
ministrative  offi- 
cer, he will have 
over-all responsi- 
bility for company 
operations. 

Mr. Ervin was in 
the investment 
banking business 
before joining Fi- 
delity Mutual as a 





Ralph W. Ervin Jr. 


security analyst. He is chairman of the 
youth services budget section of the 
United Fund of Philadelphia and pres- 
ident of the board of trustees of Cal- 
vary Presbyterian church of Wyncote. 


Prudential Agents’ 
Strike Averted By 


Contract Agreement 


WASHINGTON—Negotiators for 
Prudential and Insurance Workers In- 
ternational union, AFL-CIO, meeting 
here this week, reached a _ contract 
agreement at the last minute, thus 
averting a strike of some 11,000 agents 
which was scheduled for Sept. 8 if 
issues had not been settled. 

The agreement was worked out with 
the aid of federal mediators and will 
be submitted to union membership for 
a vote. Completion of the rank-and-file 
vote is expected to take about two 
weeks. ; 


Passe Club ‘Men Honor 
New Ia. Commissioner 


(CONTINUED FROM PAGE 1) 
resigned as deputy commissioner, after 
serving under four commissioners, also 
took part in the ceremonies. Bryan 
Connell, chairman of the Iowa insur- 
ance industry advisory council and 
Mr. Alexander introduced the guests. 

Ray Murphy, who also served as 
national commander of the American 
Legion and recently retired as gen- 
eral counsel of Assn. of Casualty & 
Surety Companies, gave the principal 
address. 

Mr. Murphy, who served as Iowa 
commissioner from 1935 to 1938, com- 
pared in his opening remarks the 
changes in the industry in the past 
two years. He said that when he 
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This is the Symbol 
of Success to a 
Fast-Growing Group 
of General Agents 


Old Republic 


Life Insurance Company 
307 North Michigan Avenue, Chicago 1, Illinois 





LIFE INSURANCE EDITION 


“You, Too, Can Be A 
General Agent’ Is 
Pitch To Brokers 


(CONTINUED FROM PAGE 1) 
seems as if the added commission rate 
would pay for hiring a life insurance 
expert who would not only handle the 
agency’s regular volume of life busi- 
ness but work up some more on his 
own. 

Maybe there is in the general insur- 
ance agent’s mind the idea that this 
life insurance man could develop some 
life business from other general insur- 
ance men, although the latter may also 
be found to have taken on general 
agency contracts and removed them- 
selves from the retail market. 

This sort of thing puts the general 
agent or manager who has been getting 
this business in the past on something 
of a spot. Can he honestly say, “You 
won’t be getting a general agent’s com- 
mission but you’ll be making more 
money out of your business if you stick 
with me.” Much depends on whether 
the general agent making this statement 
is really equipped to give the kind of 
service he is talking about or whether 
the general insurance man wouldn’t be 
better off. 


Former Life Assn. News 


Editor Joins Ad Agency 


NEW YORK—James M. Partridge, 
who prior to 1956 was editor and busi- 
ness manager of 
Life Association 
News, official pub- 
lication of NALU, 
has joined the pub- 
lic relations staff 
of the Doremus 
Advertising .Agen- 
cy here. 

Mr. Partridge 
was on the Life 
Association News 
staff for eight 
years and _ since A 
then has been an 4. eteninge 
editor on the Yonkers (N. Y.) Herald 
Statesman. Before his connection with 
NALWU he was on the editorial staff of 
the Insurance Advocate of New York 
City. 

Ralph E. Beard of Fort Wayne has 
won man-of-the-month honors for 
July of Midland Mutual Life. 





served as commissioner it was felt 
there were problems but he went on 
to describe the present day changes 
such as multiple lines and the various 
new automobile plans. 


are you 
ready 
to join 
them? 
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How many policies 
make a Program? 


In Occidental, it takes only one! 








Long ago we discovered you can sell more insurance 
and sell it easier by delivering everything the 
buyer needs in one package under one premium billing. 


Most Occidental policies — Life, Endowment or Term — 
can be “chassis” plans to which we'll add these 
other benefits — any or all: 
Family Income (10 to 50 years) 
Mortgage Protection (yearly reducing sum) 
Income Disability ($20 per month per $1,000) 
Additional Protection (Term for clean-up) 
Family Plan (with The Extra Money Clause) 
Accident and Sickness (separate policy, same billing) 


Best of all, these benefits, if not in the original policy, 
can be added step-by-step as the policyholder needs 
and can afford them. 


This is what we mean by “Change Easy” insurance. 


This practice sometimes makes the policy bulkier. It almost 
always makes the sale — and the commission — bigger. 


OCCIDENTAL LIFE 


Insurance Company of California 
Home Office: Los Angeles/W. B. Stannard, Vice President 


(A MEMBER OF THE TRANSAMERICA INSURANCE GROUP) 


We pay Lifetime Renewals...they last as long as you do! 
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For complete, 
Specialized 

ct Service for 

derwriters 






RENEWAL GUARANTY CORPORATION 
2323 First National Bank Bidg., Denver 2, Colo. 


Gentlemen: Please send me complete, confidential 
details on your exclusive service. | understand | am NOT 
obligated in any way. 
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Bill Johnson’s right on the ball... 
in Group Insurance as well as tennis! 








He’s got to be. Bill has challenged the best. (He once played 
the great Bobby Riggs in the Iowa State Tennis Tour- 
nament.) He has also gained an outstanding reputation 
for giving service in business. Some of the finest Group 
Insurance clients in the Middle West will vouch for this. 

Many would tell you that Bill’s a stickler for detail—for 
serving clients and brokers expertly and promptly. Like all 
American United Group men, Bill Johnson is field-trained. 
He knows action . . . and service . . . are important to you 


... whether you’re contacting suspects or prospects. 
4 


Specialize in Group Life Coverages ? Then American United,‘The Company 
with the Partnership Philosophy,’ is for you! For action, contact Sherman 
M. Jenson, Vice President, Group, American United Life Insurance Com- 
pany, Fall Creek Parkway at Meridian St., Indianapolis 6, Ind. WAInut 3-7201. 
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LIFE INSURANCE COMPANY 


The Company with the Partnership Philosophy 





AMERICAN UNITED LIFE INSURANCE COMPANY ¢ HOME OFFICE: INDIANAPOLIS, INDIANA 


ALL ORDINARY LIFE FORMS-FLEXIBLE OPTIONS-LOW NET COST SPECIALS- UNIQUE JUVENILE-GROUP INSURANCE-GROUP RETIREMENT-PENSION TRUSTS-NON-CANCELABLE 
DISABILITY -GUARANTEED RENEWABLE MAJOR MEDICAL-GUARANTEED RENEWABLE HOSPITAL & SURGICAL-SPECIALISTS IN SUBSTANDARD UNDERWRITING & REINSURANCE 
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